es in a short time. 
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Operators lose thousands of dollars in 
fuel by failing to recover the vapor re- 
maining in tank cars and trucks after 
the liquid is withdrawn. The Roney 
Vapor Compressor will recover this 
gas...as much as 300 gallons from a 
single tank car. 

The Roney vapor differential method 
of liquid and vapor transfer has been 
inuse since 1937. All types of transfer 
operations (Loading, Unloading, Va- 
por Recovery, Cylinder Filling, etc.) are 
accomplished quickly, safely and 
economically. 


Lc. RONEY Inc. 


11 $. Redondo Boulevard+1511 W. Florence Ave. 
i fe] 83" \Tole]ommer-Vanse) 1. 17 -\ 




















Whatever your need... 


Look them over! These handsome, sturdy 
Hackney L-P Gas Cylinders are typical of the 
— line manufactured by Pressed Steel 
Tank Company. You'll find big fellows with 
capacities up to and including 420-pound 
Propane—and small 5-pound industrial type 
containers. There’s Hackney’s famous, sturdy 
light-weight king—the RC-100A, the most 
popular cylinder in the industry. Hackney 
Cylinders can be furnished with removable 
type of valve protection cap, permanently 
installed collar and removable hood. 








You'll find a Hackney Cylinder to meet! 


They Assure Repeated Economies! Hacks 
Cylinders are all alike in their ability to pr 
vide savings—not once but many times! 
their long lives. They’re all comparative 
light in tare weight—are rigid and stron 
They save on shipping charges—are fast a0 
easy to handle. Your trucks receive less we 
and tear—and more cylinders can be shippt 
per truckload. Maintenance costs are ke) 
low—thanks to such design features as 
“scalloped” foot ring and improved manuli 
turing methods like the finishing proced 


Write us for full details 
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CONVENIENT WAYS TO ORDER 


1 BUY FROM YOUR ANCO SALESMAN Contoct the nearest ANCO 
Sales office (See map above). Our representatives know the current “best buys” and fast- 
moving items—they will gladly offer assistance on your sales and merchandising problems. 


2 ORDER BY MAIL OR PHONE Mail orders receive prompt attention . . 
in most cases, orders are shipped the same day received. Where we can save you freight 
costs, your orders are relayed for delivery from the. ANCO warehouse nearest your plant. 


3 VISIT YOUR NEAREST ANCO STORE 1: you are located near one 

of the ANCO offices or warehouse points it may be possible to pick up the supplies you need 
without delay or extra shipping costs. Our system of Service Stores is being expanded to 
give you a one-stop source of supply close at hand. 




















.. + The Modern Way 
ANCO Manufacturing & Supply Co. 


Atlas Life Bidg. Tulsa, Oklchome 








ANCO Warehouses: Tulsa, Oklahoma « Omaha, Nebraska 
Atlanta, Georgia « Tampa, Florida « Aberdeen, S$.D. 
St. Louis, Missouri e St. Paul, Minnesota 
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LETTERS 


@ BUTANE-PROPANE News welcomes letters 
from our readers, but it must be understood 
that this magazine does not necessarily con- 
cur in opinions expressed by them.—Editor. 


Gentlemen: 


We have several propane tank 
trucks in operation and we have no- 
ticed that it is a common practice 
to clean the tanks mounted on these 
trucks with steam; in other words, 
“steam the tanks.” We would like 
to find out for what reason this is 
done and how often it has to be 
done. 

We would also like for you to de- 
tail this operation for us, as we would 
have to do this job ourselves, as Mex- 
ico does not have the facilities nor 
the people trained for this type of 
work, 

V. G.O. 
Mexico City 

There is no reason to clean the inside of the 
tanks unless it becomes necessary to do some 
work on the tank that involves welding or 
other repairs that require the tank to be taken 
into a shop. 

The steaming operation consists of introduc- 
ing steam into the tank from a hose for a 
long enough period to remove all of the com- 
bustible gas. This may take from three to five 
hours and the tank should then be checked 
with a gas indicator to be sure that no gas 
remains.—Ed. 

2 
Gentlemen: 

It seems to me that somewhere I 
have seen regulations covering auto- 
matic water heaters in regards to 
100% controls where they are used 
in conjunction with liquefied petrol- 
eum gases, 

We supply a city with butane air 
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gas through our distribution system 
and it is my impression that auto- 
matic gas water heaters using our 
gas should or must be equipped with 
100% controls. 

Will you advise me? 

C.E.L. 
Washington 

The use of 100% controls on automatic 
water heaters is always recommended and I 
am sure the universal feeling in the industry 
is that no water heater should ever be installed 
without 100% controls.—Ed. 

9 
Gentlemen: 

I have been assigned the safety 
problem pertaining to the use of LP- 
Gas as a motor fuel and we under- 
stand that you might have some 
material available. 

What I am particularly interested 
in is information as to what safety 
cautions are necessary in the use of 
LP-Gas as a motor fuel, including 
the filling of tanks, kind of motors, 
operation of the motors and the 
maintenance problem and the storage 
problem. 

J.J.Z. 


New York 

Butane and propane have been used as 
engine fuel for many years. The fuel is used 
extensively by farmers, contractors and truck- 
ers. 

The experience of these operators has been 
excellent from a safety standpoint and we 
believe that if a survey were made it would 
show fewer fires on butane propelled vehicles 
than on gasoline. 

It .is essential, however, that the installa- 
tions be made by qualified installers and that 
they be in accordance with NBFU Pamphlet 
No. 58. 

In general, the same precautions used in 
handling gasoline are applicable to LP-Gas. 
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Tanks and carburetion equipment manufac- 
tured by companies who have had experience 
in the business should be used. 

As the fuel is under nominal pressure, 
routine checks should be made for leaks and 
all well designed carburetion equipment pro- 
vides for positive shutoff when the engine 
stops.—Ed. 

e 
Gentlemen: 

Do the California butane rules 
permit the installing of floor furnaces 
in pits where the houses are low on 
the ground. 

If so, presume the pit has to be 12” 
clear all around. Would appreciate it 
if you would ask some butane setup 
on this and not the state commission. 

J.A.D. 
Louisiana 

T have talked with local manufacturers of 
similar equipment and they tell me that where 
there is little or no clearance under the house, 
they dig a pit for the floor furnace and then 
dig trenches running from the pit to the walls 
of two sides of the house where louvers are 
put in and through which there can be ob- 
tained a circulation of air. 

Inasmuch as we know of no state rules 
covering this class of installation, we think 
the above indicated practices are desirable to 
aid in preventing any accumulation of gases 
that might form under given conditions.—Ed. 

e 
Gentlemen: 

I “frankly must admit that after 
receiving your recent letter on the 
subject of converting vapor to liquid 
at various temperatures and pres- 
sures I am completely befuddled. 

The table you referred to on Page 
26 of your Handbook Butane-Propane 
Gases gives the weight of a cubic 
foot of vapor at pressures that are a 
direct function of temperatures. They 
will not solve my problem. We have 
a 30,000-gallon propane storage hold- 
er and, for example, we might have 
15,000 gallons of liquid at 80° tem- 
perature and 150 lb. gauge pressure. 
How much liquid do we have? 

The next day as a result of draw- 








ing vapor from our tank for the op- 
eration of our plant, the liquid might 
still be at 15,000, the temperature 
might still remain at 80°, but the 
pressure has dropped to 120 lb. gauge. 
Now how much liquid do we have? 
I hope I have made my problem 
clear and I sincerely hope that you 
can help me make a table to fit these 
circumstances. 
E.S.M. 


Tennessee 

There is no simple answer to your re- 
quirements and no easily read table can be 
devised for the following reasons: 

1. You are dealing with a mixture of hy- 
drocarbons or various vapor pressures and 
as you remove the vapor from the top of the 
tank you are changing the characteristics of 
both the vapor and the liquid. 

2. You do not have the same temperature 
in the vapor space, on the liquid surface, and 
in the main body of the liquid, and these 
are all subject to variations. 

3. It is possible to superheat the vapors 
above the liquid level from the heat of the 
sun faster than they can get into equilibrium 
with the liquid body, resulting in a_ high 
tank pressure with a relatively cool liquid. 

You evidently are attempting to keep a 
control inventory as a check against losses. 

From experience, we believe you will have 
to satisfy yourself with averages over the 
receipt and use of a complete shipment rather 
than a daily check. A daily check against 
master meter readings can be made suffi- 
ciently close to detect any large outages by 
running a daily inventory of liquid level cor- 
rected for temperature and neglecting the 
vapor space. 

When a new shipment is received, condi- 
tions approximating the original will again 
exist and at this time a check of the total 
use over the period with inventory should 
give you your loss or gain.—Ed. 


6 
Gentlemen: 

We are installing an 18,000 gal. 
propane tank which will be storing 
propane only, 

Our property is such that we can 
obtain an average drop of 10 feet 
between liquid in rail car and liquid 
in storage tank. 

Our rail cars will handle approxi- 





BUTANE-PROPANE News 








)p- 
‘ht 
re 
he 
re, 
e? 
om 


se 


re- 


hy- 
and 
the 
of 


pure 


and 
1ese 


20rs 
the 
ium 
1igh 
> a 
lave 

the 
ther 
inst 
uffi- 


cor- 
the 


ndi- 
rain 


otal 
ould 


yal. 
‘ing 
can 
feet 
juid 
oxi- 


Jews 





mately 7000 gallons, the distance 
from rail car to storage tank being 
75 feet. We are planning to unload 
our rail cars by gravity for the pres- 
ent time and are anxious to know if 
this is practical. 

Please advise what size pipe would 
be needed for liquid and vapor to 
enable us to unload 7000 gallons in 
6 to 8 hours. We realize that we will 
lose the vapor in the tank but that 
will be of no great loss until our vol- 
ume increases, at which time we shall 
install a vapor pump. 

What is your recommendation as 
to location of liquid line fitting and 
vapor line fitting in storage tanks? 

PH. 5. 
British Columbia 

We believe you will run into trouble trying 
to transfer propane from your tank car to your 
storage tank by gravity. The outlet from the 
tank car is in the dome which means that you 
will have to maintain a syphoning action. 

Any material such as propane, which tends 
to flash into vapor at reduced pressure, is very 
difficult to syphon. 

To provide a reduction in pressure in your 
receiving tank to create a flow, will be both 
wasteful and a hazard. 

We recommend that you install a compressor 
or pump to move the propane. We suggest a 
38-inch liquid line and a 14-inch vapor line for 
satisfactory and speedy transfer.—Ed. 

* 
Gentlemen: 

Could you inform us who to get 
in touch with in regard to having 
ICC cylinders retested? 


A.W.B 
California 
The Imperial Gas Co. has a plant for re- 
testing ICC cylinders. 


The address of this company is 3673 Ninth 
Ave., Los Angeles.—Ed. 


Gentlemen: 


Please will you inform us if there 
are any objections regarding safety 
regulations against filling of 100 lb. 
ICC cylinders from a tank truck, 
when using first class equipment. 

Is this system used in your coun- 
try, please will you mention some 
distributors, using tank truck filling 
of ICC cylinders. 

E.L.T. 


Netherland West Indies 

When filling ICC cylinders from a truck, to 
stay completely within the requirements, the 
cylinders must be filled by weight and not 
from an outage indicator. This requires scales, 
handling, disconnecting, and relighting ap- 
pliances. 

When the cylinders are filled at the loca- 
tion, they must be removed to a safe location 
before filling. 

As a result of the time and effort required 
to make the fuel transfer and the fact that 
more time is required in making the connec- 
tions, handling and making out the delivery 
ticket than is required for actual pumping, 
most operators using bulk trucks install 
larger containers. 

The cost of delivery is such a large item of 
the total operating costs that it has been 
found that the larger tanks pay out and if 
possible, the number of deliveries is held to 
two or three per year. 

We do not know the extent of your pro- 
posed delivery routes but it has been found 
here that an average of 20 to 25 deliveries 
per day from a tank truck are very good. 

If you use 100 pound cylinders, the most you 
could deliver would be about 300 to 500 gallons 
per day. 

We believe you would be justified in study- 
ing your contemplated business closely and 
where the load was to be very small, use 
cylinders that would be returned to the plant 
for filling and use larger tanks for the balance 
of your customers.—Ed. 
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Inexpensive—Personalized with your own company name—Modern design—Added : 
safety—Light weight—Sturdy. These were a few of the surprises the twins, Miss 
Propane and Miss Butane, found when they looked at the new Rimco Hood at 
the Chicago Show. ; 
Cast of special alloyed aluminum by the permanent mold method, the Rimco { 
Hood cannot break, crack, bend, dent, or rust. 
Write for the new ‘ 
booklet entitled 
“How the Rimco t 
+ . 1 Hood will Increase ‘ 
ROC h ISLAND your Safety.” ( 
ah ‘ : , vs " . t 
METAL FOUNDRY, INC. _ Join the growing 
list of Rimco users 
Established 1910 * 
and relieve yourself 
ROCK ISLAND: ILLINOIS of the replacement , 
costs. t 
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For many years California dealers 
have been burdened with a law that 
compelled the payment of a road tax 
upon all fuel purchased, even though 
used for non-highway purposes and 
required applications for refunds. 
This has been changed by the 1949 
legislature. 

It would be unfair to single out for 
special credit any particular dealer 
from among the many who contribut- 
ed freely of their time to aid in the 
passage of this tax relief measure. 
Worthy of considerable mention, how- 
ever, is the work of Don McNary, 
LPGA West Coast secretary, who per- 
formed the very difficult feat of guid- 
ing the measure through a mass of 
legislative hurdles and pitfalls. 

Anyone who has experienced the 
California legislature (some- 
times known as the most lobbied in 
the nation) can begin to appreciate 
the combination of finesse and tena- 
city necessary to carry through such 
a measure. 

e 

By a split vote of 5 to 4, the U. S. 
Supreme Court has decided against 
the Standard Oil Co. of California 
and its subsidiary, Standard Stations, 
Inc., in the suit brought by the gov- 
ernment to outlaw the use of exclu- 
sive dealer contracts between Stan- 
dard of Calif. and its subsidiary in 
their dealings with service stations. 


s 

Many dealers are trying to analyze 
present market conditions in relation 
to their own businesses and localities. 
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Sales resistance has stiffened and 
competition is keener. The dealer 
wants to know what’s best to do. 
Of course the answer is to get out 
and sell. Develop a sales force and 
have it ring door bells. 

o 

There is no depression in the USA. 
There’s a buying slump because many 
families are waiting for lower prices 
and better merchandise. But the buy- 
ing power is high and sales can be 
made if the right effort is made. 

a 

Many dealers are completely ignor- 
ing a bang-up sales source. It’s the 
replacement market. Every 10 years, 
or sooner, owners of appliances be- 
come prospects for replacement units. 
You sold these people once—if you 
were in business before the war—and 
likely have been serving them gas 
ever since. Have you tried to sell 
them new appliances? 

” 

Of gas ranges in use, 75% could be 
replaced with benefit to the user and 
profit to the seller. There are as many 
families in the country without any 
modern appliances as there are ones 
which have been sold in past years. 

In other words, about three out of 
four families throughout the country 
are prospects. So you really have a 
potential, but they won’t come in and 
take the merchandise away from you 
any longer. The woods are full of 
prospects—go sell them! 

3 

It’s all right to get rid of old stock. 
You should. It’s all right to reduce 
prices. They’ve been too high. It’s OK 
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to make package deals or bonus sales 
or offer any other legitimate business 
inducement to keep customers buying. 
But be sure you are not selling at a 
loss. Figure your cost of doing busi- 
ness accurately and add that, plus 
some profit, to every price you quote. 
If you don’t, you are liquidating your 
own business without even knowing it. 
« 

Reports from the field vary, but for 
most part dealers are standing firm 
for no price cutting on appliances. 
Increased sales effort has, in general, 
offset the lessening of voluntary pur- 
chases by the public. 

« 


One practice has hurt. Department 
stores in large cities have cut prices 
terrifically in some instances and deal- 
ers nearby have been on the spot. 
This is an old practice of big town 
firms to make way for new stocks. 

e 

Pirating of customers has brought 
about bad competitive attitudes among 
dealers in some localities and some 
men feel this is so serious it must 
become a major industry concern. 
This practice is usually based on gas 
price cutting and has far-reaching 
influences. 

There is growing alarm that while 
these LP-Gas dealers fight among 
themselves and undermine public con- 
fidence, the electrical industry will 
jump in and tie up the business. 

8 

“The high cost of new electric util- 
ity facilities is causing considerable 
concern in the industry over the fu- 
ture of service rates,” according to 








a high electric official. He says that 
construction costs are up 60 to 100% 
and he wonders how the industry’s 
going to make out. 

Another electric industry man, this 
time the head of an appliance mar- 
keting firm, boasts that “electric 
cooking will out-sell competitive fuels 
within five years.” 

(Are you going to let him get away 
with that kind of talk, you gas deal- 
ers?) 

He states that last December's 
figures show that for the first time 
in history more electric than gas 
ranges were shipped. 

® 

And, staying on the subject of elec- 
tricity, it is noted that the Arizona 
tax commission has held that electric 
cooperatives financed by the REA are 
taxable on the same basis as private- 
ly owned utilities. The statement was 
made that cooperatives are in direct 
competition with other utilities and 
there is no reason why they should 
not be taxed. 

A lot of LP-Gas men, particularly 
the National Butane-Propane Assn., 
have been putting forth this same 
argument for some time, referring, of 
course, to farmer cooperatives that 
are competing with regular dealers 
and unencumbered by tax problems. 

* 

Legislative fever has been high in 
New Jersey. Those in the industry 
have presented their case fairly and 
forcefully, and at this writing it ap- 
pears that unreasonable legislation 
has been sidetracked. 

By Ed. 


BUTANE-PROPANE News 





BEYOND THE MAINS 










































i 
i 
ar- T WAS in the pre-war period that the infant liquefied petroleum 
rie gas business won its first real foothold and commenced its amazing 
els upward climb. And general business conditions are better this year 
than they were then. 
vay So it would seem that anyone doing an equally good or better 
al- selling job today, compared with 1940-41, ought to be getting equal 
results, or better. 
er’s ® 
a While one rarely gets the same view of the appliance picture from 
any two operators today, it is significant that a quick survey of a i 
few in the East shows that in the midst of all the hue and cry about | 
Leis conditions, sume are doing as well or better than last year on ‘ 
appliance sales. 
a Asked how they’re doing it, they reply it’s just by getting out 
— and selling. 
i With one organization which reports running ahead of 1948, 
ate- the reason is that they began training a group of salesmen last 
ate yeai, and now these salesmen are doing a job. 
ee True, some give a less bright picture. 
“ But another company which fell behind on appliance sales for 
vuld the first four months of 1949 began in May to have an appliance 
7 volume about equal to last year. Still another, specializing on a 
~_ somewhat different angle of the butane-propane field, had a similar 
win experience. Each organization was busy the first part of the year 
~~ training salesmen. This effort began to bring in results in a big 
te way late in the spring. 
lers $ 
ns, An additional company reports it is doing reasonably good ap- 
pliance sales business without any special discounts to any but large 
a in commercial purchasers who normally would be entitled to discounts 
stry anyway. Appliance sales are off from the peak, and this organization, 
and like others, is experiencing cut-price competition from department 
ap- steres and other retail outlets. {| 
tion They have decided, however, to hoid their ground on price, and sell i 
potential users on buying from a well-established propane marketing 
d. organization, with all the assurance that goes with good service and 
a good safety record. : 
8 


repcrts that companies whose business depends largely on pushing i 
doorbells are finding present conditions good. They have recruited 
and trained men able and willing to go from house to house. 

A tea company with several hundred salesmen says its sales are 


And look at other fields for a minute. A Washington column prints | 
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running 10% better than last year. Another outfit marketing house- 
cleaning goods is chalking up business running nearly a third better. 
A vacuum cleaner company also using doorbell pushing is reported 
doing better than 30% above its record in recent years. 

re) 

With over 5,000,000 homes using LP-Gas, nearly 10,000,000 homes 
still remain to be sold in small towns, suburbs, and the country. 
These are the industry’s challenge. And many more are being built. 
The thing to do is concentrate on this job, not on price cutting and 
dog-eat-dog competition which can lead an individual business to ruin. 
This industry, which has been one of the fastest growing in the 
country for ten years, still has an enormous untouched opportunity. 

Aggressive door-to-door selling is one way. Make a survey. Find 
out what fuel everyone is using, what appliances they have. Put it 
down on cerds. Call on them and sell. Advertise and promote. Keep 
trucks, showrooms, bulk plants and men’s uniforms looking snappy, 
for your sake and for the reputation of the industry in general. 

© 

Get a good sales plan. Such plans can be had—for instance, the 
retail selling portfolio of Beals Advertising Co. is something with 
which a butane-propane salesman can really go to town. While he 
talks he unfolds the portfolio, with pictures, big type and easy 
language, page by page. 

Stress service and safety and dependability of buying appliances 
from a man who specializes in the butane-propane field. In every 
field, in pre-war ups and downs—for instance, the automobile busi- 
ness—high-class distributors who didn’t cut prices did better than 
lower-price, fly-by-nights on the basis of service and dependability. 

* 

Watch installment selling. This is a normal American way of 
doing business, hamstrung by government regulation during the 
-war and following years. Finance companies and banks have promo- 
tion plans tied in with it, and they’re dusting off these plans as 
the government relaxes controls. Some installment plans are more 
to the distributor or dealer’s advantage than others, from the point 
of view of how much sales help he gets and the extent to which he 
may be left holding the bag. Find the right plan. 

® 

Be sure that salesmen know the facts. When anything would sell, 
perhaps this wasn’t necessary. The kind of salesmen Lee Brand found 
in his survey (reported on in April BUTANE-PROPANE News) who 
couldn’t answer the most rudimentary questions about the fuel’s 
advantages, will have to learn differently or get out of the business, 
or their employers will. 
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Dealers Fight Big Odds in 






Opening New Areas in Northwest 


DAHO, while still a pioneering 
LP-Gas territory, is fast settling 
down to operational stability. But 
many a prospective LP-Gas mar- 
ket is still awaiting exploration. 
In Utah a state gas tax and grow- 
ing natural gas competition, par- 
ticularly in the Salt Lake area, 
limit LP-Gas prospects. These are 
the salient findings after a 1000- 
mile survey of Inter-Mountain state 
dealers —a survey which didn’t 
touch everyone, but was a good 
cross-sectional study. 

In Utah, LP-Gas sales are ham- 
pered by a state ruling that this 
fuel, like gasoline, is a road fuel 
and thus taxable as gasoline. The 
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By JAMES JOSEPH 


state’s 4-cent per gallon tax on LP- 
Gas in Utah makes it hard to com- 
pete. Butane and propane are iden- 
tified as motor fuels — although 
relatively few motor vehicles are 
LP-Gas-equipped. The statute on 
the Utah books imposes a use tax 
on LP-Gas, retards propane opera- 
tions in the state, and leaves it 
unable to compete with diesel fuel. 


Rocky Mountain Gas Co.’s main 
headquarters, Salt Lake City, Utah. 
Bulk plant is near railroad. 


Liquefied’s pre-test laboratory for all 
appliances. 





The Utah state LP-Gas Assn. 
succeeded in having a bill passed 
early this year to knock out this 


Liquefied’s 35,000 gal. bulk plant. 








unfair tax but it was vetoed by 
the governor. 

Orson Wright, who heads Rocky 
Mountain Bottled Gas Co., home- 
based in Salt Lake City, with bulk 
branches in Pocatello and Idaho 
Falls, Idaho, is national director 
for Utah, national Liquefied Pe- 
troleum Gas Assn., and is pushing 
further tax repeal efforts. He flew 
to the national convention in May, 
determined to make his _ state’s 
position known. Meantime, the 
Utah State LP-Gas Assn. is solidi- 
fying membership, and plans for 
another strong attack on the pres- 
ent interpretation of LP-Gas as de- 
fined by Utah’s legislature. 

Idaho, meanwhile, is “new coun- 
try” for dealers, and is a greatly 
expanding market. LP-Gas first in- 
vaded the Pocatello area in 1939— 
when Rocky Mountain Bottled Gas 
Co. built its first storage facilities 
there. Today the company also has 
a bulk plant, capacity 10,000 gal- 
lons, at Idaho Falls, and covers the 
entire territory to the Montana 
and Wyoming lines. New tanks 
will be installed soon to up the 
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company’s Idaho Falls capacity. 

In Pocatello, with two LP-Gas 
dealers — Northwest Butane Gas 
Co., and Rocky Mountain’s subsidi- 
ary plant, there’s real competition 
for gas accounts. Northwest has 
two other bulk stations, one also 
at Idaho Falls, with 7000 gallon 
storage, and another on the edge 
of Idaho’s primitive area, at Sal- 
mon—with a present capacity of 
2000 gallons, soon to be enlarged. 
Northwest plans to add an 18,000- 
to 20,000-gallon bulk plant at Mac- 
kay this summer, a half-way point 
between Pocatello and Salmon, at 
the end of the railroad. 

Both Northwest and Rocky 
Mountain’s Idaho plants serve a 
town-country-and-wilderness area. 
Last winter Idaho and Utah deal- 
ers battled 12-foot drifts and tem- 
peratures as low as 50° below zero 
but no customers went without 
fuel. Storage tanks in this area 
run large—in wilderness areas 
500-gallon tanks aren’t uncommon, 
and there are plenty of 1000 and 
1500-gallon ones. Deliveries are 
usually made around Dec. 15, just 











before the winter snows come. The 
next filling usually doesn’t come 
until around May 5—when some of 
these users, living as high as 8000 
feet in the mountains, finally break 
a path to town, and cut short their 
wintertime isolation. This winter 
—Idaho’s worst in 30 years—called 
for the use of “weasels,” and horses 
and sleighs to deliver tanks. Dur- 
ing summer months, river boats 
carry fuel into some roadless 
regions. 

Rocky Mountain Bottled Gas, at 
its Salt Lake headquarters, has 
done « few unique jobs. One of 
these was for brooding new-born 
pigs. Turkey brooders are common 
in the area. Smallest tank the Salt 
Lake bulk plant will install is 287- 
gallons. 

“Just too much road work other- 
wise,” says its president and man- 
ager, Orson Wright. The company 
operates four trucks out of Salt 
Lake—two tankers holding 1700 
and 1100 gallons respectively, a 

O. M. Cox, American Propane Co.’s 


head (Nampa, Idaho), inspects his 
truck. 
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big semi-trailer for large storage 
tank transport, and a 1-ton pickup 
for installation and repairs. 

Across town, the Inland Gas Co., 
whose winter experiences were 
featured in a recent issue of BU- 
TANE-PROPANE News, is busy with 
some big industrial jobs—which 
they’d like to talk about later. 

A. G. Hill, who manages the 
Pocatello branch of Rocky Moun- 
tain Bottled Gas, runs four trucks, 
the biggest with 1400 gallons ca- 
pacity, and a 33,000-gallon bulk 
plant. Eighteen thousand gallons 
are stored near the railroad termi- 
nus, and 1500 gallons at the plant. 
It is equipped to fill any sized tank. 


Complete Winter Service 


“This winter was pretty awful,” 
Mr. Hill says, “but we got through 
it OK, and not one customer ran 
out of gas, although one didn’t 
have 24 hours left in his tank when 
we pushed through and filled it.” 

Mr. Hill believes that in his area, 
at least, the “pioneering stage is 
over and we're thinking about 
turning to radio now to tell the 
public about LP-Gas’ convenience 
and cleanliness.” Heating jobs are 
a big Idaho item. With only about 
six weeks of really hot weather, 
heating acts as an all-year load 
builder in the Gem state. 

Liquefied Gas Corp. in Boise 
started in business when the old 
coal-gas manufacturing plant fold- 
ed. This company, cooperating with 
the Idaho Power Co., converted 
manufactured gas users to LP-Gas. 
It’s territory, as a Standard Oil 
franchise holder, is so large, reach- 
ing to Payette Lakes, 120 miles 
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into northern Idaho, that Harry 
H. Morton and Don F. Daly, who 
head the corporation, say they 
“haven’t even tapped the territory 
yet.” 

They’ve storage for some 35,000 
gallons of propane, and_ three 
trucks to service their territory— 
one with 11,000 gallons capacity. 

Liquefied Gas Corp. has a unique 
servicing department which pre- 
tests all appliances before the 
customer gets them. This _ takes 
the “newness” out of them. All 
parts are tested for tightness, and 
company servicemen who run a 
well-equipped testing shop admit 
“we pick up a lot of flaws that 
way.” Pre-testing appliances saves 
wear and tear on servicemen who 
otherwise might have to make re- 
turn trips to homes. When they 
leave the pre-test shop, appliances 
are in A-l condition: burners 
checked, oven calibrated, and prop- 
er combustion guaranteed. 


Super-Markets Are All-Gas 


The company has two jobs of 
which it’s proud—two giant super- 
markets that are completely LP- 
gas operated, including chicken 
singers, ranges, and bake ovens. 
Each stores 1000 gallons of gas. 
Liquefied Gas Corp. finds plenty 
of local interest in LP-Gas, es- 
pecially since there is no natural 
gas in town. It has no salesmen s0 
far, but does run institutional ads 
and takes time on a Boise radio 
station. 

While admittedly still probing 
its territory that reaches into the 
Idaho primitive area, it has done 
some wilderness hustling — and 
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flies LP-Gas supplies to U.S. For- 
est Service outposts. 

KNU Gas Co., the other Boise 
LP-Gas dealer, is a branch of the 
Nampa KNU Gas Co., and got 
its name because Clarence Knudsen 
is president. The Boise branch is 
just getting into operations now. 
The Boise plant keeps two new 
trucks busy, both of them cab- 
overs. One truck holds twin tanks 
with total capacity of 1070 gal- 
lons; the other, a new Ford cab- 
over, carries an 1100-gallon sphere. 

KNU Gas Co. is relatively new 
to its area, having been in business 
but three and a half years, but al- 
ready has some 800 customers. 

To help adapt LP-Gas to ve- 
hicles in its area, the company has 
called on Ensign Carburetor Co. 
engineers who have gone to the 
area to advise on propane installa- 
tions. j 

Here too, last winter’s severity 
carried plenty of worry. At one 
time 8 tank cars, holding 10,000 
gallons each, were piled up at the 
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KNU-Gas Co., Nampa, Idahe, and 
its two new cab-over trucks, each 


about 1100 gals. Next door—in 
friendly competition, is the Amer- 
ican Propane Co.’s bulk plant. 


Pocatello junction, unable to break 
through to Boise, and KNU was 
out of gas for two weeks. But its 
customers never ran out. 

One company policy, especially 
important in a far-flung region 
where servicing is no mean job, is 
a sliding scale, which encourages 
larger tanks by varying the per 
gallon gas rate between 150-gal- 
lon and 500-gallon tanks by a full 
three cents. 

KNU gas has installed hay de- 
hydrators and smoke house burn- 
ers. Keim Packing Co., Nampa, 
which put in a 150-gallon tank and 
uses apple-wood sawdust to cure 
meats, says that LP-Gas has cut 
smoke-house fuel costs by 75%. 
Keim’s. says further that LP-Gas 
is a better curing medium. In the 
Idaho area it is competing success- 
fully with both coal and oil. 

American Propane Co., one of 
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a chain operated in California and 
Idaho by the California Gas Serv- 
ice Corp., is managed by O.M. Cox, 
and headquarters in Nampa, Idaho. 
Its biggest installation—and one 
that Mr. Cox is proud of—is a 
1500-gallon camping rig at Cougar 
Mountain Lodge. The lodge oper- 
ates the year round and was all 
but snowed in this past winter 
when drifts reached 6 feet. 
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Another mountain resort job is 
the company’s installation at Bogus 
Basin Ski Resort, 18 miles north- 
east of Boise, at 7000 feet. Ameri- 
can Propane Co. has a 22,000-gal- 
lon bulk plant, and three trucks, 
two of them delivery, and a third 
for installations and repairs. 

It has converted some local milk 
trucks to propane and also a few 
hay haulers, and one pleased farm- 









BUTANE-PROPANE News 

















= ad i ! x ey 
: PROGAK< e 


[feu Bae 49; 


er estimates that a “Panelray” 
heater installation has checked 
chick mortality by 4%. 

American Propane Co. has been 
in Nampa since 1945, is still ex- 
ploring its territory, and intends 
to expand. 

The Idaho picture is one of par- 
tial pioneering. There were very 


Harry H. Morton, partner in Lique- 
fied Gas Corp., leaves his Boise 
office. 
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American Butane Co., Nampa, Ida. 


few LP-Gas dealers in the state 
prior to the war. What with good 
salesmanship and some rough-and- 
tumble mountain installations, 
Idaho propane dealers have the 
unique position as pioneers in an 
area just getting accustomed to 
LP-Gas and, on occasion, doing 
some unique jobs in a section of 
the state that is still the U.S.’s No. 
1 wilderness area. 
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At the annual National Industrial Ac 
tisers Conference in Buffalo, June 15, 
above plaque was awarded BUTAN 
PANE News in a contest among national! 
ness papers in the United States and Car 
to determine excellence of editorial « 
in various classifications. 
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SELLING AND ADVERTISING TO BUSINESS AND INDUSTRY 
100 EAST OHIO STREET, CHICAGO Tl ©- 330 WEST 42nd STREET, NEW YORK 18 


May 10, 1949 CHICAGO 


Mr. Lynn C. Demy, Editor 
BUTANE-PROPANE NEWS 


Congratulations are in order, We are extremely pleased to 
tell you that the judges of INDUSTRIAL MARKETING's Eleventh 
Annual Editorial Competition have selected your entry, 
"Annual Safety issue" as the winner of a first award silver 
plaque 


. 


Your winning entry wae for the best original research among 
the Industrial Papers. 


Presentation of the awards will be made Wednesday, June 15th 
by Mr. George J. Callos, executive vice president, Klau-VYan 
Pietersom-Dunlap Associates, Milwaukee, at a luncheon meeting 
during the N.I.A.A, Conference in Buffalo, 


We would like to ask that you do not publicise your winning 
material before June 15th, Again, please accept our congratu- 
lations--we'll count on seeing you in Buffalo, unless we hear 
otherwise. 

Very truly yours, 

INDUSTRIAL MARKETING 


R. 8. Aitehiaon, Bditor 





In the 1949 competition, in which more 
500 business publications were entered, 
June, 1948, safety issue of BUTANE- 
OPANE News was declared winner for 
best original research. These two facing 
yes show the award plaque and the let- 
announcing the results of the contest. 








What's Needed 






To Make Sales Today! 


EAL selling is needed now to 

maintain our competitive posi- 
tion within our respective areas. 
The transition 
from a seller’s 
to a buyer’s mar- 
ket has found 
Many organiza- 
tions not fully 
prepared for 
this, Papid 
change. 

As an illustra- 
tion of this — 
Monday evening, 
March 14th, at 
4562 “p.om.,; “f 
walked into an 
appliance and furniture store in 
Cleveland, Ohio. Three minutes by 
the watch I spent moving from ap- 
pliance to appliance in their over- 
crowded display room, opening and 
closing oven doors., etc. 

Finally, a man who had been 
standing idly in the rear, came over 
to me glancing at his watch as he 
approached. He asked what he could 
do for me. I asked if he had a “CP” 
range? He answered, “No,” al- 
though his store handled two prom- 
inent makes of ranges that adver- 
tise them regularly. He offered no 
substitute. 

I suggested that perhaps I should 
consider an electric range and asked 
what the comparison in operating 
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By FLOYD F. CAMPBELL* 


Management and Sales Consultant, 
Bartlesville, Okla. 


cost might be. He suggested I 
check with the power company as 
they might have that data. I asked 
why they had so many appliances 
on hand. He said “People are not 
buying now, but they will be in a 
short time as appliances would soon 
be scarce again.” He then asked me 
if I knew what time it was, saying 
that he closed at 5 p.m. and excused 
himself. There was need for real 
selling there! 

On April 2nd I walked into an 
appliance shop in my home town, 
stopping in front of a large refrig- 
erator. A clerk came over and 
stated “It’s a dandy, isn’t it?” I 
asked what he referred to. He 
pointed at the refrigerator. I re- 
plied, it’s too large. He said, “Well, 
we've got a cheaper model.” I asked 
how it compared with another 
prominent refrigerator. He said it 
was cheaper. As he made no move 
to demonstrate the cheaper box, I 
asked what this competitive one 
had that his didn’t have. He said 


* A paper delivered before the Kansas LP- 
Gas Assn., April 19-20, at Wichita, Kan. 
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he didn’t know, but it must have 
something for he understood that 
a woman who was in their store 
last week had purchased one. I 
asked where this other agency was 
located, and he directed me there. 
There was need for real selling 
there. 

Last week I asked an LP-Gas 
dealer how sales were. He replied 
that they were slow as people were 
just shopping, and that competitors 
were Offering cut prices, discounts 
on installation, etc. I asked if he 
had tried outside selling. His an- 
swer was that he didn’t like it and 
besides he didn’t have time. I asked 
what particular features of his 
service and his appliances were 
better than his competitors’. He 
replied that “he guessed they were 
about all the same.” Real selling 
was needed there. 

In a small town of five hundred 








population I visited relatives of 
mine a few months ago. There 
were three LP-Gas dealers there. 
Although the home was less than 
four blocks from one of them, they 
had never been called on and told 
of gas appliances and service. 

Last year a survey of selling abil- 
ity of 178 retail outlets in the vi- 
cinity of Chicago was made. Cer- 
tain of these outlets were LP-Gas 
dealers. This survey disclosed the 
results shown in Table 1. 

Let’s analyze this 17.9% who did 
good selling—a near sale is close, 
but it does not ring the cash regis- 
ter. In terms of profits only 2.8% 
were capable of actually selling in 
a buyer’s market. 

We would all like to believe that 
a survey of our own outlets would 
now be far more favorable. How- 
ever, even if it were 10 times bet- 














Store personnel paid no attention to shopper until 


Store personnel very indifferent showing no effort 


Store personnel had very limited knowledge of ap- 
pliances for sale and only mildly interested in 


Sales personnel had fair sales knowledge and used 


Sales personnel used “canned” appliance talks but 


Sales personnel did real selling job but weak in 


Sales personnel did excellent sales job and put on 


TABLE 1. 
21 
addressed by him. 
56.7% 49 
No to interest shopper in merchandise. 
Selling 31 
showing them. 
25.2% 30 
Fair it- sparingly. 
Selling 15 
faded out when interrupted. 
17.9% 27 
Good attempting to close sale. 
Selling 5 
real pressure to obtain sale. 
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ter, the selling would still be less 
than 30% effective. 

With ample floor and warehouse 
stocks of appliances, and decreas- 
ing rate of new sales, there should 
be no shadow of a doubt in our 
own minds but what more real sell- 
ing is needed now if we are to keep 
pace. 

“What should we do about it?” 
The answer is obvious. We must 
speed our efforts in reselling all 
our salesmen, dealers and employes 
on the unlimited possibilities of 
our industry, and accelerate our 
programs for supplying that real 
selling ability that is needed to 
maintain our progress in this 
healtiy buyer’s market of today. 

Since all phases of our retail op- 
erations are so closely related and 
should be properly set up to assist 
in selling new users as well as keep- 
ing present ones sold, let us check 
our properties in light of the fol- 
lowing: 

1. Present facilities. 

2. New business organization. 

3.-Competitive outlook. 

1. Present Facilities 

In checking and making sure that 
present facilities are adequate to 
serve present users as well as antici- 
pated new business, it is well to 
examine the following: 

(A) Management - Personnel: Is 
responsibility properly delegated 
through your key men so that the 
flow of authority is never in doubt 
and are employe requirements in 
line with present demands? Do you 
have employe training and safety 
meetings, and are wages in line so 
you can secure better type em- 
ployes? These matters are your 
responsibility and require constant 


40 


selling on your part. 


(B) Office, Station Buildings, 
Storage, Autos and Trucks: Make 
sure your display rooms, offices, and 
stations are adequate for today’s de- 
mands. Our industry serves 5,500,000 
users. We are in the big league now. 
All our places of business should be 
clean, neat, kept well painted, for 
progress is often judged by first im- 
pressions. 

The same holds for station, stor- 
age, warehouse facilities and truck 
equipment. These should be main- 
tained so they continue to bring 
credit to you. Neatness pays divi- 
dends all along the way. Make sure 
that truck equipment is now ade- 
quate to maintain the service that 
was promised your users. As they 
are free to go elsewhere, their de- 
mands increase. 


(C) Proper Method of Distribu- 
tion: Is your present system of cus- 
tomer service, delivery, billing, etc., 
the most economical one for you to 
maintain at a profit that will enable 
you to hold your users against the 
inroads of competition? If not, it 
is up to you as a manager to make 
needed changes. Some properties 
are experiencing increased cancella- 
tions due to inroads of competition 
and poor customer service. 


(D) Territory Service Radius: Are 
you in a position to profitably serve 
all users in your present serviced ra- 
dius? Are you like a few operators 
who made installations at “far away 
places” and now realize that these 
isolated users must be served at a 
loss to you? Or do you have classes 
of users that are enjoying gas rates 
that are now unprofitable to you? 
These situations must be faced and 
solutions worked out, for they ean 
jeopardize your future. 


2. New Business Organization 
Proper new business organizations 
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for each situation may be different, 
as no two properties can be said to 
be identical. Rifle shooting is neces- 
sary. However, general fundamentals 
are the same and it’s up to you to 
apply them in the manner that best 
fits your needs. These matters need 
careful consideration: 


(A) New Business Goal: You must 
have your organization informed as 
to your goal for the year, and keep 
them advised as to where you are 
on your schedule. 


(B) Market Potentials: In order to 
know just how many dealers or 
salesmen are necessary to give you 
territory coverage, market surveys 
should be kept up-to-date yearly, so 
you can intelligently plan your sales 
requirements. 


(C) Price Structure: Are your in- 
stallation, equipment, appliance, and 
gas prices in line to meet today’s 
conditions? Are your finance plans 
adequate? All these must be thor- 
oughly checked and revised, if neces- 
sary. 

(D) Dealer and Salesman Setup: 
In each organization there is one 
more profitable method to develop 
new business depending upon many 
local factors. However, as conditions 
become more competitive it is usu- 
ally advisable to use both dealers 
and direct salesmen, so let’s review 
general qualifications for each— 


Dealer Qualification: (1) Dealer 
must be amply financed and have 
good local reputation. 

(2) Store must be in good location 
and maintained in neat condition. 

(3) Dealer must have outside sell- 
ing experience and agree to maintain 
outside sales and_ service follow- 
through. 

(4) Dealer must have complete 
understanding of his obligations and 
agree to cooperate fully. 
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Salesman Qualifications: (1) Pleas- 
ing personality, neat appearance and 
fair education. 
(2) Previous experience 
type door-to-door selling. 
(3) Good credit standing and clean 
business record. 


(4) Must agree to attend sales 
meeting, keep records and work as 
directed. 

Dealers and salesmen who do not 
follow your instructions increase 
sales costs for you, and if you have 
such non- producers now, changes 
should be worked out in order to 
meet today’s needs. 


(E) Equipment and Appliance Ed- 
ucation: All “LP” organization per- 
sonnel should be thoroughly educated 
on the equipment and appliances that 
are being used and promoted. They 
should also be thoroughly sold upon 
the protection afforded both opera- 
tors and customers by promoting 
only underwriters’ approved utiliza- 
tion equipment and installations, as 
well as only AGA LP-Gas-approved 
appliances for usage with your gas. 

If all employes are not using ap- 
proved appliances in their own 
homes, you should assist in making 
this possible, as this first - hand 
knowledge is essential. If they live 
on the gas mains, the use of ap- 
proved city gas appliances will serve 
equally well. 

(F) Education on LP-Gas: Our 
dealers, salesmen and fellow em- 
ployes fail to realize that with LP- 
Gas we have miracles to sell. Yes, 
I know that many of you here think 
the days of miracles are over, and 
hesitate in going out and selling 
what we really have. Yes, the people 
of Detroit booed Henry Ford as he 
drove his first little miracle car 
down the street. Yes—they sent poor 
Marconi to an insane asylum when 
he tried to sell his miracles of wire- 
less. Yes—the neighbors all thought 
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Thomas Edison was queer, but men 
like these sold miracles and made 
them work. 


Automatic Miracles for Users 


We, in the LP-Gas industry have 
miracles to offer those we serve. Au- 
tomatic gas at the turn of the wrist, 
hundreds of miles from the gas 
wells; many, many miles beyond the 
mains. Think of these miracles that 
we have to offer: 

(1) Our modern, automatic, match- 
less gas ranges which free the house- 
wives from hours of slavery and 
drudgery. Women of America spend 
over two million dollars yearly for 
beauty, and yet we allow many of 
them in our own service areas to 
throw away that hard-earned allure 
over beastly hot, obsolete ranges 
three or more hours daily. Most of 
that beauty could be saved by the 
use of our ranges. 

(2) We can offer the miracle of 
silent, trouble-free, long-lasting re- 
frigeration with that tiny miracle 
flame that is ours to sell. 

(3) We can offer the miracle of 
automatic, dependable, economical, 
clean, 24-hour constant temperature, 
hot water for improving their stand- 
ards of living many fold. 

(4) We can offer the miracle of 
clean, healthful, automatic controlled 
heat for their homes, saving that 
back-breaking drudgery of carrying 
in wood or coal as well as cleaning up 
afterwards. 

(5) We have instant heat for com- 
mercial, semi-industrial, uses as well 
as other ways in which LP-Gas 
serves our clientele. 

Are we too proud or too lazy to 
serve our market by letting them 
know of our miracles? Our time for 
real selling is here, just as it was 
in “yesterdays” when men like Ford, 
Edison, Marconi, and their salesmen 
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by selling and ringing doorbells, 
rang the bell of liberty for many 
of us. 


(G) Our Sales Presentations: It’s 
our obligation to supply our dealers 
and salesmen with up-to-date sales 
presentations, so they can bring the 
stories of our miracles to the public, 
These must be designed to drama- 
tize our sales stories, ¢reating in- 
terest that leads to action. Sales 
presentations that click mean money 
to us. They make the difference be- 
tween a dollar per hour wage 
earner, and a $5 per hour specialty 
salesman. Build them carefully so 
they will assist in “creative selling.” 
(“Creative selling” is the type in 
which you go out and create your 
own prospects, making satisfactory 
sales on your terms, rather than 
waiting for the buyers to come to 
us, or go to some wide-awake com- 
petitor and be lost forever.) 

In formulating and giving your 
presentations for your particular type 
distribution and appliances, it is well 
to have husband and wife both pres- 
ent, but keep in mind that today Mrs. 
Jones makes a high percentage of 
the major buying decisions; that she 
doesn’t buy gadgets, but mental pic- 
tures of things in use, and many 
times in the back of her mind is a 
dream of having a kitchen and ap- 
pliances as beautiful as the ones that 
appealed to her from the pages of 
one of her magazines. 


Use “Personal” Selling 


Paint word pictures for them 
showing the beauty, the prestige, and 
time-saving conveniences the appli- 
ance will bring their family; person- 










alize it by telling of savings effected 
by your wife with a similar model, 
along with proof of wide usage by 
telling of your hundreds of users, 
mentioning ones Mr. and Mrs. Jones 
may know. Presentations should be 
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planned so that all doubts are re- 
moved as you assist the Jones’ in 
selecting the “CP” range, as well as 
other needed appliances, and com- 
plete your arrangements for delivery 
and installation at an early date. 


By selling the well-known Mr. and 
Mrs. Jones first, it’s easy to follow- 
through and sell their neighbors for 
it is human nature for all of them 
to want to keep up with the Joneses. 
In selling the rural and_ urban 
dwellers, forget the “high-hat” ap- 
proach, Get down off your horses 
and on the same side of the fence 
with them. Where purchasing power 
appears sufficient, try for the “all- 
gas home.” Once you convince them 
you are best situated to serve them, 
serve to the limit! 


Teach your salesmen and dealers 
quick closing methods. Many sales 
are lost by overstaying your time. 
Start asking them to buy early in 
your presentations. Each “no” serves 
as a guide post to your sale. The 
more “no’s” dealers and salesmen 
get weekly, the more sales. 


(H) Developing Prospects: You 
must teach dealers and salesmen the 
best method of obtaining qualified 
prospects in your particular terri- 
tories. It’s up to you to arrange for 
the proper balance between adver- 
tising, survey work, operation lead 
reward systems, user “good will” 
calls and all those ingredients that 
you and your sales manager put to- 
gether. Your sales force depends 
upon you, so show them the way at 
your weekly sales meetings, for these 
are essential for that selling that is 
needed now. 


(I) Proper Installations, Customer 
Instructions, and Customer Follow- 
Through: Last, but not least, in your 
setup for obtaining new _ business 
you must have qualified installation 
men to install your appliances and 
service and properly instruct users 
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as to safe and efficient usage of all 
appliances to assure full customer 
satisfaction. 

Installation checks and _ periodic 
“good will” calls all should be a part 
of your regular program, for satis- 
fied users are worth their weight in 
gold in assisting you with new sales. 


3. Competitive Situation 


As the economic situation has a 
direct bearing on what spendable 
income is available to compete for, 
let us see what the crystal gazers 
forecast for 1949: 

“Time” — April 11th — Unemploy- 
ment after reaching 3,221,000 peak 
in mid-February had eased slightly 
as March report showed 479,000 ad- 
ditional employed. Yet there was no 
question that the shakedown of in- 
flated prices was spreading, and 
that consumers were tightening up 
their spending. In its mid-season 
catalog, Sears-Roebuck listed many 
prices from 10% to 50% cheaper 
than in its January book. 


“Electrical Merchandising” — April, 
1949—With washing machine sales 
off 40% from 1948 sales at the 
same time last year, ironers off 25- 
30%, freezers off 27%, water heaters 
off approximately 30%, ranges up 
5%, refrigerators up 35-40%, and 
television up 300%, there is no doubt 
but what the appliance business is 
going through a period of adjust- 
ments. 

Even in Wichita, Kan., surrounded 
by oil, wheat and aviation prosperity, 
the idea has been nurtured that 
things are going to be lower in the 
future, and that stuff can be had 
for less. That is where the boys 
who have a specialty selling organ- 
ization shine, as they can pick orders 
out of the bushes even when people 
are not going shopping. 


“U. S. News and World Reports” 
—April 15th—The drift in business 
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continues slowly downward. Trade is 
only fair. Business overall in first 
half will be quite good. Last half 
the turn down may accelerate. Busi- 
ness failures have jumped from 85 
reported in March of 1945 to 477 
in March of 1948, and now 850 in 
March ef 1949, or 10 times greater. 


“Forbes” — April — 1949 will be 
anything but a poor year—value of 
goods and services will slip from 265 
billion in 1948 to 244 billion. Still 
the second best in U. S. history. 
Lower prices will count for half the 
decline and a cut back of 4% in 
industrial output will account for the 
remainder. 

Gas Appliance Industry — Last 
year’s record sale of 2.8 million gas 
ranges should be beaten due to huge 
replacement market as 75% of all 
ranges now in use are more than 5 
years old. One new dwelling unit 
will be built this year for every 40 
in use now. 

Distributors of modern gas and 
electric appliances have approxi- 
mately 8,384,000 users of other fuels, 
plus the approximately 800,000 new 
homes being built yearly, as their 
total potential to compete for—and 
of course each others cancellations. 


What Are the Leaders Doing? 


Hotpoint, Inc. (Chicago)—With its 
mammoth plant and promotion plans 
will emphasize a full standard range 
model at $179.95. 

General Electric Co.—Will feature 
an apartment model at $169.95, a 
standard size model at $199.75, plus 
continued sales training plans. 

Sears-Roebuck — Who last year 
sold $2,400,000,000.00 volume of mer- 
chandise, or $5 out of every $100 
spent for general merchandise, are 
having branch sales training meet- 
ings and men working outside of 
retail stores at times now. 
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Servel, Inc.— Rolled up $71,000,- 
000 in 1948 appliance sales. 39% 
higher than 1947. They started sales 
training programs for their dealers 
prior to V-J day. 

Frigidaire, Westinghouse and all 
the leaders have been back selling 
for a long, long time. 

Examine and check your lost pros- 
pects as well as your cancellations. 
You will find some are out selling in 
your own backyard. Yes, it’s true 
that some of them may be the poor 
merchandisers who resort to free 
installations and give-away appli- 
ance prices, rather than attempting 
to do real selling—but, regardless of 
the circumstances, it’s decreasing 
your sales potentials one by one. 


Summary 


Real selling is needed now to en- 
able the LP-Gas industry to maintain 
its rate of progress. 

Real selling is needed in placing 
all operators’ present organizations 
in positions to meet today’s changed 
conditions. 

Real selling is needed in re-organ- 
izing and re-educating dealers, sales- 
men and all employes on the miracles 
that LP-Gas can offer and making 
proper plans to take the story to 
all serviced areas. 

Proper training is needed to re- 
educate installation men on making 
good installations, and giving users 
adequate instructions for usage of 
their appliances. 

Economic conditions in Kansas and 
Oklahoma are good. Leading mer- 
chandisers are setting us a wonderful 
example in getting their organiza- 
tions in positions to capitalize on to- 
day’s buyers market. 

You, who are owners and mana- 
gers of Kansas and Oklahoma LP- 
Gas companies, have great obliga- 
tions, for the eyes of your dealers, 
salesmen, and your entire organiza- 


* tions are on you for your guidance 
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in piloting them through this transi- 
tion from yesterday’s sellers’ market 
to this buyers’ market of today. 

In our hearts we know that it’s 
time for real selling now. Let’s in- 
spire and show them the way by 
brightening up all our offices, display 
rooms, replacing those troubled looks 
with “smiles of confidence.” Let’s 
help our dealers hire and train good 
salesmen to cover their territories, 
bringing our miracles of LP-Gas to 
all the unserved-by-gas homes in 
our territories, for I’m sure your 
dealers and salesmen will find a 
hearty welcome there. 

For you and me, our dealers and 
salesmen, 1949 will be just what we 
make it. We have miracles to offer. 
Give your organizations that green 
starting light for real selling that’s 
needed, for profits are golden for 
those who qualify as real salesmen 
now. 


Frank Fetherston Attends 
Conference on Standards 


Franklin R. Fetherston, vice presi- 
dent of the Liquefied Petroleum Gas 
Assn, in charge of the Technical 
Division, and sec- 
retary - treasurer 
of the Com- 
pressed Gas 
Assn., returned 
by plane from 
London early in 
May following a 
successful trip 
represent- 
ing United States 
and Canadian in- 
terests at the In- 
ternation- 
al Standards Or- 
ganization meet- 
ing. 

The meeting, attended by repre- 
sentatives of a large number of na- 
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tions, was called to set in motion a 
program aimed at standardization of 
compressed gas containers, valves and 
connections, and other pertinent mat- 
ters such as filling densities. 

The purpose is to aid industries 
using compressed gas containers by 
arriving at standards to make equip- 
ment interchangeable. 

It was remarked at the meeting 
that the presentation of the American 
delegation was the most complete of 
all the nations. 

Two sub-committees were appoint- 
ed. One has to do with identification 
of equipment, including color coat- 
ings. Mr. Fetherston heads this com- 
mittee, which comprises the American 
delegation. 

The other sub-committee, compris- 
ing the French delegation, will take 
up standardization of valves for gas 
cylinders and valve connections. 

The next meeting of the entire 
group will take place next summer 
in London. At that time the sub-com- 
mittees will report on progress, and 
the question of standardization of 
containers, which was put off at this 
year’s meeting, because of lack of 
time, will be taken up. 

This year’s meeting took place the 
week of April 26. Mr. Fetherston 
spoke, representing the American 
delegation, at a dinner for all those 
present. During the meeting he had 
an opportunity to discuss the butane- 
propane industry with delegates of 
each of the 11 countries represented. 
He found they were all much inter- 
ested in hearing about the industry 
in the United States. 

The Compressed Gas Assn. repre- 
sented various United States and 
Canadian groups, including the 
LPGA, at the meeting. Mr. Fether- 
ston headed the delegation, which 
also included F. J. King, retired, 
formerly of Linde Air Products Co., 
and F. C. Saacke, of Air Reduction 
Co. 
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HE Hanlon Award, highest honor 
in the natural gasoline industry and 
one of the ranking awards of the en- 
tire petroleum industry, was conferred 
April 21 on Francis Edgar Rice, vice 
president, Phillips Petroleum Co., 
Bartlesville, Okla. The ceremony took 
place at the 28th annual convention 
of the Natural Gasoline Assn. of 
America in Ft. Worth, Texas. 

Mr. Rice is the 13th recipient of the 
Hanlon Award which is presented an- 
nually by the NGAA for outstanding 
service to the natural gasoline and 
cycling industries. Donor of the award 
is E. I. Hanlon, president of the Han- 
lon Companies and chairman of the 
board of the National Bank of Tulsa, 
Tulsa. 

The presentation was made by 
NGAA President C. R. Williams, vice 
president, The Chicago Corp. The ci- 
tation read in part: “This man was a 
leader in the development and use of 
the oil absorption process for mak- 
ing natural gasoline. He pioneered in 
the superfractionation of natura] gas- 
oline, thereby opening up a new 
source for ingredients of high octane 
aviation fuels. He established the first 
research department devoted exclu- 
sively to the study of properties of 
natural gasoline and liquefied petrole- 
um gases and, by his leadership, ini- 
tiative, and organization ability, con- 
tributed greatly to the growth and 
technica] progress of the natural gaso- 
line industry.” 

Mr. Rice, born in Council Bluffs, 
Iowa, studied at Wooster College and 
Washington University in St. Louis. 
In 1917 he went to work for a gaso- 
line plant construction firm as an en- 
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Francis E. Rice Wins 1949 Hanlon Award 












Francis E. Rice 


gineer and later the same year went 
to Phillips Petroleum as a construc 
tion engineer, becoming chief engineer 
of plant construction and, in 192, 
general superintendent of gasoline 














plants. 

In 1930 he was made vice president 
of the company in charge of all nat- 
ural gas and gasoline operations. He 
now serves as a member of the board 
of directors and as an official of sev 
eral subsidiary companies. 
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Intensive Service Course 
Given Kansas Gas Men 


Approximately 50 LP-Gas men at- 
tended the second annual Kansas LP- 
Gas service school in Wichita on May 
16-18. The school 
was co-sponsored 
by the Kansas 
LP-Gas Assn., 
University of 
Kansas Exten- 
sion, and the state 
fire marshal’s of- 
fice. 

According to R. 
H. Mahnke, exec- 
utive vice presi- 
dent of the asso- 
ciation, the men 
were enthusiastic 
listeners to the 
prominent industry leaders presenting 
lectures. 

Those attending the service school 
at the Broadview hotel were divided 
into two groups and each subject was 
presented twice. This plan made for 
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This group of LP-Gas men looks jolly here, but they just finished an intensive, 
three-day course at the Kansas LP-Gas service school in Wichita in May. 





smaller classes and more individual 
attention. 

Instructors and their subjects are 
given below: 

Product, LP-Gas—C. M. Stroup, 
Skelly Oil Co., Kansas City, Mo. 

Adequate Appliance Service — Ken 
Reed, Siebert & Willis, Wichita. 

Fundamentals of Regulators—R. C. 
Lisk, Fisher Governor Co., Marshall- 
town, Iowa. 

LP-Gas Liquid Pumps—D. D. But- 
tolph, Phillips Petroleum Co., Bartles- 
ville, Okla. 

Venting Appliances— Carl Dean, 
Stewart-Warner Corp., Indianapolis. 

Principles of Combustion—Harry 
Giwosky, The Coleman Co., Wichita. 

LP-Gas Carburetion—J. F. Krebs, 
Petroleum Sales Co., Hutchinson, Kan., 
and Joe Fairbank, Fairbank Sales & 
Service, Wichita. 

Automatic Controls—Charles D. 
Jones and Glen Burnett, Chas. D. 
Jones, Kansas City, Mo. 

Installation of Pipe and Tubing— 


= 


Fee 














Bastian - Blessing 


Ralph Engstrom, 
Co., Chicago. 
Relationship of State Fire Marshal 
to LP-Gas Industry—Clyde Latchem, 
state fire marshal, Topeka. 
Customer Relations—Fred Sharpe, 
University of Kansas, Lawrence, Kan. 


Posted Gas Prices Create 


Customer Confidence 


By GENE CREIGHTON 


EMBERS of the Colorado LP-Gas 

Assn. who are using prominently 
posted price schedules have found 
these quite suc- 
cessful in main- 
taining customer 
relations and 
building sales vol- 
ume, according to 
a survey made by 
the association 
among its mem- 
bers, according to 
J. C. Crawford, 





executive vice 
president. “Nu- 
merous  butane- 


J. C. CRAWFORD 


propane gas deal- 
ers who have 
never used such price schedules have 
evidenced a strong interest in them, 
and requested us to publicize any in- 
formation obtainable,” it was pointed 
out. 

“Our experience has been that the 
most successful price schedules in use 
at present contain generally, first, a 
scale of prices based upon custom- 
er’s tank capacity; and second, a 
brief statement of terms and con- 
ditions. Usually, the latter statement 
outlines such conditions as the water 
capacity of the customer’s storage 
determining price per gallon, prices 
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applied to the delivery of gas to fill 
the customer’s tank to its approved 
capacity, and to lesser amounts only 
at the convenience of the company; 
quantities less than required to fill 
customer’s storage to approved ca- 
pacity, except lesser quantities at the 
convenience of the company, take the 
rate applicable to the tank which 
would be filled by the lesser quantity 
so delivered; deliveries at the above 
prices made only on regularly sched- 
uled trips; any emergency deliveries 
at so much per truck mile, with a 
minimum charge for each emergency 
trip, with terms of cash, 10 days, or 
according to the policy of the com- 
pany concerned.” 

Posted schedules of this type, 
called to the customer’s attention at 
the time the first delivery is made, 
do away with ill will resulting from 
arguments over extra charges for 
emergency gas deliveries, almost en- 
tirely, several prominent Colorado 
LP-Gas dealers have found. In many 
instances, customers have already fig- 
ured out in advance from reading over 
the price schedule what a special trip 
will cost them, and raise no objection 
whatsoever. The association is urg- 
ing all of its members to post such 
price schedules in their places of 
business. 


Berkley Names A. H. Bloch 
International Distributor 
Berkley Manufacturing Co., Berk- 
ley, Mich., has recently announced 
the appointment of A. Howard 
Bloch and Associates as world-wide 
distributors for the company’s com- 
plete line of LP-Gas tanks and cylin- 








ders. 

The sales firm is headquartered at 
16905 Livernois Ave., Detroit, with 
representation throughout the United 
States, Canada and overseas. 
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Never Relax Safety Vigilance 






Characteristics of fuel, special equipment and care- 
ful handling are advancing industry's reputation 


In Two Parts 
Part 2 


Next, you will recognize a de- 
vice that is part of what we con- 
sider to be a very important safety 
feature—a cast steel body, dia- 
phragm, motor valve, which is con- 
trolled and actuated by a Fisher 
pneumatic liquid level controller, 
which stops the flow of incoming 
liquid if the liquid level in the 
storage tank reaches a_ predeter- 
mined point at which the con- 
troller mechanism is set to operate. 
The next picture clearly displays 
the liquid level controller instal- 
lation on the storage tank. 

Fig. 4. To provide a true level 
for the operation of this equip- 
ment, an opening is provided in 
the tank head, in this case approxi- 
mately on the horizontal center 
line, from which a pipe connection 
enters the bottom of the float cham- 
ber and an equalizing line connects 
top of float chamber with vapor 
space of the storage tank. Thus, 
the liquid level in the chamber fol- 
lows the level in the tank. 

The level at which the float con- 
tacts and turns the float rod, caus- 
ing the pressure to bleed off of 
the control head, thus closing the 
motor valve on the incoming liquid 
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line, is 85% on the propane storage 
and 88% on the butane storage. 
It will be noted that these settings 
allow a 2% greater outage than is 
prescribed by the California 
Liquefied Petroleum Gases Safety 
Orders. 

Again, a little additional margin 
of safety. This equipment com- 
bination might wel! be called the 
“Bulk-Plant Standby Operator” 
for the reason that it is not re- 
quired or used in normal operation. 
Usually, the mechanical rotary 
gauge is used by the operator to 
determine and watch the liquid 
level in the tank, and the pumping 
operation is started or stopped ac- 
cordingly. 

Because an over-filled tank pre- 
sents a definite hazard, particularly 
when liquid is being pushed into 
the tank by a positive displacement 
pump, we consider that every pos- 
sible means of preventing over- 
filling is justified. At a plant of 
this size one operator per shift is 
all that is required and we recog- 





‘By FRANK M. TAYLOR 


Manager of Purchasing, Transportation, and 

insurance Departments; Chairman of Safety 

Committee, Petrolane, Ltd., Long Beach, 
California 
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Fig. 4. 


nize.the possibility of a man be- 
coming incapacitated through ill- 
ness or accident; consequently, our 
“Bulk-Plant Standby Operator” en- 
hances our feeling of security dur- 
ing the daily shipping periods. 
Now that safe delivery into the 
tanks has been effected, our main 
concern regarding storage is to 
provide a means of safely relieving 
the pressure inside the containers 
should the vapor pressure become 
equal to the tank working pressure 
for any reason. This has been ac- 
complished by the same type of 
pneumatic diaphragm motor valve 
as has already been described. 
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Fig. 5 shows the installation of 
these pressure guardians. 

Pipe connections lead from the 
vapor space of each container to 
the inlets of the motor valves. The 
relief valve at the left protects the 
butane storage and is set to open 
at 140 lbs. pressure. The valve at 
the right is for the propane tank 
and is set to open at 225 lbs. pres- 
sure. You will notice that the re- 
lief valve outlets are piped through 
positive shutoff valves into a single 
discharge line and this discharge 
is connected into a low pressure 
gas line, thereby completing a 
piping system that is entirely 
closel]—no opening or outlet to 
allow the formation of a combus- 
tible gas-air mixture and, there- 
fore, entirely safe. 

But this is not the complete 
story. There is another phase of 
the liquefied petroleum gas indus- 
try which vitally concerns the re- 
fineries and natural gasoline plants. 
It is truck transport loading and 
unloading. Generally speaking, 
there is not one plant engaged in 
the production and marketing of 
liquefied petroleum gases in the 
Pacific Coast area that does not 
ship its products by motor truck 





The accompanying is a presentation of 
information about liquefied petroleum gas 
as a product, and the developments in 
equipment for handling this material, 
which have a definite relationship to the 
refineries and gasoline plants—and which 
account for it being possible for LP-Gas 
to be generally recognized as a safe fuel. 
The paper was delivered at the March 
meeting of the California Natural Gaso- 
line Assn.—Editor. 
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transport; in fact, by far the ma- 
jor portion of the combined pro- 
duction of this area is shipped, re- 
shipped, and delivered through this 
medium. 

For the sake of safety, it is es- 
sential that the persons responsible 
for this operation be well informed, 
thoroughly trained, and_ enthu- 
siastically safety minded; because, 
in this circumstance you are sub- 
jected to equipment beyond your 
direct control. The valves, devices, 
equipment and assemblies have not 
received the benefit of consider- 
ation by your own engineers, in- 
spectors, specifications board, 
safety committee, testing labora- 
tory, and the like. Therefore, tne 
personnel assigned loading and 
unloading these truck cargo units 
must have complete product and 
equipment knowledge in order to 
make certain that the LP-Gas 
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transfer required can be, and is, 
made with complete safety. 

We found the problem in connec- 
tion with the safe pumping and 
transferring of LP-Gas between 
storages to be the prevention of a 
gas-air mixture. Loading and un- 
loading truck transport cargo tanks 
safely requires the same _  ac- 
complishment. 

There is greater possibility of 
failure in our purpose when trans- 
portation equipment is_ involved, 
because: (1) connections to cargo 
tank must be flexible, adjustable 
and temporary; (2) the nature of 
the equipment makes it either im- 
possible or impractical to install 
some of the devices that are used 
on stationary installations; (3) 
most of the fittings used are 
smaller and consequently somewhat 
less rugged, and (4) our delivery 
connections are hooked up to fit- 








tings of varying type, age, condi- 
tion, and assembly, depending upon 
the extent of the fitters’ knowledge 
of safe practices. 

Description of the individual 
circumstances and failures possible 
is purposely omitted because the 
possibilities embraced by the four 
reasons cited can be readily en- 
visioned by those who are familiar 
with any type of pressure piping. 
The reasons alone suffice to indicate 
that in the loading and unloading 
of transport cargo tanks the weak- 
est points, and therefore the great- 
est potential hazards, lie in the 
flexible connections between the 
truck tank and the storage tank, 
and the know-how of those hand- 
ling the operation. 


If Loading Hose Failed 


The failure of a loading hose 
carrying the output of a pump pro- 
ducing a flow of 100 gallons per 
minute does present a hazard, and 
fast. If such a break should occur 
during a loading, and the operator 
should take 30 seconds to reach and 
close the nearest conventional posi- 
tive shutoff valve, 50 gallons of 
liquid might be released to the air, 
which is enough LP-Gas to cause 
an inflammable mixture in an area 
approximately 100 feet long, 100 
feet wide, from the ground to a 
height of 7 feet, which would be 
sufficient to engulf the average 
bulk plant, loading rack, trans- 


portation equipment, and men. 
Realization of this potentiality 
has prompted Petrolane, Ltd., to 
develop a “remote control shutoff” 
which enables the operator to in- 
stantaneously 


cause a_ positive 
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shutoff of both liquid and vapor 
flow from the loading terminals by 
a simple tug on the safety cable 
which is accessible all along the 
loading rack and at other vantage 
points throughout the plant. Since 
this remote control has been con- 
pletely described in an article re- 
cently published (BUTANE-PROPANE 
News, April, 1948), there is no 
need to repeat the working details. 
So that you may see the manner of 
installation, however, several photo- 
graphs are presented. 


What Assembly Contains 


Fig. 6 is the assembly containing 
the main storage outlet shutoff. 
Visible in the foreground are the 
primary operating control rod and 
just above it the safety control line. 
Just beneath the tank can be seen 
a lever to which another operating 
control rod connects, leading to 
another operating station. An 
operating handle is provided at 
each station to open the valves by 
manually pulling the valve lever. 
A spring latch holds the valve open 
until release is desired. Operation 
is assisted by various springs and 
levers wherever necessary. 

Illustrated in Fig. 7 is the 
method used in the installation of 
the “remote control shutoff” as- 
sembly in the vapor system of the 
same storage tank. In this case, 
the “remote control” mechanism is 
located away from the valve but is 
identical in -principle to the one 
previously shown. 

Fig. 8 demonstrates the amount 
and type of piping which is incor- 
porated into our 2000-gallon local 
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delivery units; and if you look 
closely, you will see on the left 
hand end of the massive fitting 
guard the operating handle of a 
small-scale “remote control” shut- 
off. 

All of our long line transports 
calling at the various refineries and 
natural gasoline plants to load and 
unload are equipped in a similar 
manner, making use of the “remote 
control’ shutoff principle, and they 
embrace SAFETY to the extent of 
our organization’s combined knowl- 
edge. 

Surely, complete knowledge about 
this type of equipment and proper 
information regarding the charac- 
teristics of LP-Gas couldn’t result 
in an unfavorable comparison. That 
is why it is maintained that prob- 
ably a true comparison has not 
been made in some cases and com- 
plete knowledge and understanding 
is lacking in others. 
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I strongly recommend that each 
and every person connected with 
the LP-Gas business carefully scru- 
tinize his operation for the pur- 
pose of a true comparison. Make 
certain that your personnel has 
complete knowledge and _ your 
equipment is adequate for complete 
safety. 

Consider for a moment a few 
figures in connection with the dis- 
tribution of liquefied petroleum 
gases. 

The U. S. Bureau of Mines has 
compiled statistics on the nation- 
wide annual sales of liquefied petro- 
leum gases since 1928. A few of 
their figures (Table 1) will demon- 
strate the rate of expansion of our 
industry. 

The National Fire Protection As- 
sociation is another well recognized 
authority, primarily interested in 
safety through the prevention of 


fires. They keep a very close check 
on the causes of fires through the 
state fire marshals. In the first 


few years of the use of LP-Gas as 
a heating fuel, the quantity, com- 
pared to other fuels, was quite in- 


significant and apparently the fires 
caused in buildings throughout the 
nation by this fuel were not of 
sufficient consequence to warrant 
any special attention. The NFPA 
had a category captioned “Gas and 
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Appliances,” which classification 
included manufactured, natural, 
and mixed gases and all appliances 
for their utilization. 

LP-Gases were included in this 
group for the purpose of recording 
fire causes. 

Our distribution statistics 
showed that the increase in LP-Gas 
distribution was very rapid and 
that during the year 1941, it 
amounted to 462 million gallons. 
Referring to NFPA’s “Facts About 
Fire’ for the year 1941 we find 
that “Gas and Appliances” caused 





ever to the additional fires caused 
by all other gases and blame LP- 
Gas for the entire increase, we 
still have a mighty enviable record 
and from the standpoint of both 
the number of fires caused, and 
the dollar value of losses, liquefied 
petroleum gas has proved itself to 
be safer than electricity, oil, coal, 
wood, or any other class of fuel. 
Knowledge given to the consum- 
ing public by those engaged in the 
industry, through well informed 
sales and service personnel, and 
educational literature, is unques- 








TABLE 1. 
Year Gallons Increase 
ey 1928 (approximate beginning) 5,000,000 
of 1933 40,000,000 700% in 5 years 
ant 1988 165,000,000 312% in 5 years 
PA 1941 462,000,000 180% in 8 years 
ind 1943 670,000,000 45% in 2 years 
1947 2,209,797,000 215% in 4 years 
























4000 fires in buildings that year. 
Compared to 28 other causes there 
were only four that caused a lesser 
number of fires—sparks from ma- 
chinery (friction); fireworks; 
films; and thawing pipes. By the 
end of 1947 we had achieved an 
annual distribution of 2,200,000,000 
gallons, an increase of 400% over 
1941. NFPA’s report covering 
causes of fires for that year blames 
“Gas and Appliances” for 4300 
conflagrations — an increase of 
Hh%. 


If we give no consideration what- 
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tionably responsible for this out- 
standing achievement in general 
safety; and management of the re- 
fineries and natural gasoline plants 
should consider’ it their grave re- 
sponsibility to make absolutely cer- 
tain that all personnel connected in 
any way with LP-Gas operations is 
sufficiently schooled in the handling 
of the product to make it a cer- 
tainty that this excellent record is 
maintained. If our collective knowl- 
edge is sufficiently dispersed to all 
concerned, safety in the LP-Gas 
industry will improve materially 
and continuously. 
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ITH a record 1500 in attend- 
OF com, the Liquefied Petroleum 
Gas Assn. held its annual national 
convention in Chicago on May 9-11. 

The three-day program moved 
swiftly through business sessions, 
election of officers, exhibits and 
social gatherings—and all in at- 
tendance agreed that this year’s 
meeting was by far the most suc- 
cessful ever held by the associa- 
tion. 

High note in the annual elections 
was the unanimous choice by the 
board of S. G. “Si” Darling, of 
Pratt, Kan., for the office of presi- 
dent. 

The large registration included 
members and guests from 45 states. 
Also in attendance were visitors 
from Mexico, Canada, Central 
America, New Zealand, and Pale- 
stine. 

The exhibits, which presented 
the products of 71 firms in 112 
booths, drew interested audiences 
throughout the three days of dis- 
play. A demand for additional 
space for next year has brought a 
promise from Howard D. White, 
executive vice president, that more 
room will be available. 

Featured speakers at the general 





By PAUL LADY 


New Ways to Fight Competition 
Planned at LPGA Convention 





New President 


Si Darling 


session covered diversified sub- 
jects. 

The well attended and increas- 
ingly popular sectional meetings 
presented a number of the indus- 
try’s outstanding men. A new di- 
vision—known as the Internation- 
al Section—held its first meeting 
this year. The purpose of this 
group will be to deal with all ex- 
port problems, such as tariff regu- 
lations, monetary values, safety 
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regulations in foreign countries, 
etc. 

By unanimous approval, the 
board chose Chicago as convention 
city for the 1950 annual meeting. 
The Palmer House will again be 
headquarters for exhibits and busi- 
ness meetings. The dates will be 
in the second week of May. 


Much emphasis was placed, on sev- 
eral occasions, on the importance of 
establishing and carrying on an ad- 
vertising and promotional program— 
to promote LP-Gas—and to combat 
hard hitting and, in many cases, un- 
fair competition. 

Three sectional meetings—market- 
ers, equipment manufacturers, and 
appliance manufacturers — endorsed 


Officers of the Liquefied Petroleum Gas Assn. elected at annual convention and trade 
show in Chicago discuss plans for coming year. Seated, left to right: Arthur C. 





the plan unanimously and agreed to 
contribute to a general promotion 
fund. The board and the advertising 
committee will continue to work on 
the program. 


The educational committee plans 
an 18-month course for the train- 
ing of men for the LP-Gas indus- 
try. It will be held at Technical 
Institute of the Georgia School of 
Technology. The new course, “Gas 
Fuel Technology,” would include 
a condensed engineering education 
and would train men as qualified 
technicians for the LP-Gas field. 
It was endorsed by the board and 
plans are underway for its opening 
in September. 


Kreutzer, secretary; K. H. Koach, retiring president; Si G. Darling, newly elected 
President, and Howard D. White, executive vice president. Standing: Walter Miller, 
treasurer, and Frank Fetherston, vice president in charge of the technical division. 
Edward C. McEneany, first vice president, and W. S. Lander, second vice president, 
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were not present for the picture. 

















Principal Officers 

President—S. G. “Si” Darling, 
Darlingas, Inc., Pratt, Kan. 

First Vice President—Edward C. 
McEneany, Diablo Co., Walnut 
Creek, Calif. 

Second Vice President —W. S. 
Lander, Rulane Gas Co., Charlotte, 
N. C. 

Treasurer (reelected) — Walter 
Miller, Dri-Gas Corp., Chicago. 

Executive Vice President (re- 
elected)—Howard D. White, Chi- 
cago. 

Vice President, Technical Divi- 
sion — Frank Fetherston, New 
York. 


Secretary (reelected)—Arthur C. 
Kreutzer, Chicago. (Also Counsel.) 


District Officers 

District 1, North Pacific—C. M. 
Ambrose, Jr., Liquefied Gas Corp., 
Seattle. 

District 2, South Pacific—E. C. 
McEneany, Diablo Co., Walnut 
Creek, Calif. 

District 3, Mountain States— 
Foster N. Mabee, Colorado Nat- 
ural Gas & Fuel Co., Denver. 

District 4, North Central—E. L. 
Mills*, Bastian-Blessing Co., Chi- 
cago. 

District 5, South Central—Louis 
A. Abramson, Jr., Petrolane Gas 
Co., New Orleans. 

District 6, South Eastern—W. S. 
Lander*, Rulane Gas Co., Char- 
lotte, N. C. 

District 7, North Eastern—Wal- 
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ter Naumer, Carbide & Carbon 
Chemicals Co., Pyrofax Gas Div., 
New York. 

District 8, Canada—C. N. Chap- 
man, Empire Brass Manufactur- 
ing Co., Ltd., London, Ontario. 


* Reelected. 


Sectional Officers 
. Appliance Manufacturers: Chair- 
man—Lee A. Brand, Empire Stove 
Co., Belleville, Ill. Secretary—Le- 


land M. Feigel, Servel, Inc., 
Evansville, Ind. 
Equipment Manufacturers: 


Chairman—C. E. Johnson, Scaife 
Co., Oakmont, Pa. Secretary—Joe 
Retner, Delta Tank Manufactur- 
ing Co., Baton Rouge, La. 

International: Chairman — Paul 
K. Thompson, Standard Oil Co. of 
New Jersey, New York. Vice 
Chairman—Louis A. Abramson, 
Jr., Petrolane Gas Co., New Or- 
leans. Secretary — Glynn A. 
Thomas, Pressed Steel Tank Co., 
Milwaukee. 

Marketers: Chairman—F. N. 
Havens, Midland Industries, Inde- 
pendence, Kan. Secretary—T. E. 
Ennett, Rockford Propane Co., 
Rockford, III. 

Producers: Chairman— H. W. 
Rigterink, Sun Oil Co., Philadel- 
phia. Secretary—W. W. Boynton, 
Socony-Vacuum Oil Co., New 
York. 

Utilities: Chairman — Ralph L. 
Sieben, Metrogas, Inc., Chicago. 
Secretary—K. J. Forderbrugen, 
Minn. Valley Natural Gas Co., St. 
Peter, Minn. 
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TRIM DOWN HIGH COSTS— 
CHECK WITH McNAMAR 
FOR FAST, LOW COST DELIVERY 
OF QUALITY-BUILT SYSTEMS 

@ DOMESTIC 

@ COMMERCIAL 

@ INDUSTRIAL 
VASME. CODE OF CONSTRUCTION 
VNATIONAL BOARD INSPECTION 


A BIG SELECTION ep 
ARE NOW ON Mc 
USE OUR OWN FLE OF TRUCKS 
FOR SURE, ECONOMICAL DELIVERY 
%& CONSUMER pom 

%& STORAGE TANKS 

%& TRUCK TANKS 

% ANNHYDROUS AMMONIA VESSELS 


*& PIPE 

WHICH OF OUR TWO 
PLANTS IS NEAREST YOU? 
COTULSA, OKLAHOMA 

CE. ST. LOUIS, ILLINOIS 


SAVE FREIGHT COSTS AND TIME— 
ORDER FROM PLANT NEAREST YOU 





_ Write or Call for Quotations: : 
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W. S. LANDER 


E. C. McENEANY 


Representatives from GAMA 
urged closer cooperation between 
their organization and the LPGA 
—in order that information can be 
pooled for the common good—that 


services not be duplicated—that 
advertising and publicity be more 
effective—that market data be ac- 
cumulated and used more effec- 
tively. 

A report from the legislative 
committee showed that 29 states 
have legislation and regulations is- 
sued covering distribution of LP- 
Gas. In many other states legisla- 
tive regulation is either underway 
or being planned . . . 150 bills have 
been introduced in state legisla- 
tures this year .. . bills to make 
the LP-Gas industry a public utili- 
ty were introduced in Arkansas, 
Connecticut, New York and Okla- 
homa this year. None has passed 
as yet. 





Alabama—Selwyn Turner 
Arizona—Ernest Fannin 
Arkansas—R. J. Dodson* 
California—Harry I. Horn 
Colorado—H. H. Torbit 
Connecticut—H. S. Rowan 
Delaware—Stanley H. Keen* 
* Florida—R. C. Woodward 
Georgia—Fred A. Rives 
Idaho—H. H. Morton 
Illinois—B. D. Geroy 
Indiana—-Joseph Crowden 
Iowa—W. R. Chris opherson 
Kansas—J. V. Pratt 
Kentucky—R. B. Jones 
Louisiana—R. D. Phillips 
Maine—Peter A. Anderson* 
Maryland—C. J. McAllister* 
Massachusetts—W. F. Muhlbach 
Michigan—John Pankow 
Minnesota—Charles D. Bubar 
Missouri—K. H. Dickson 
Mississippi—S. A. Scott* 


* Reelected 





State Directors 


Montana— J. J. Kirby* 
Nebraska—L. R. Forsyth 
Nevada—H. W. Wickstrom 

New Hampshire—H. Emerson Thomas 
New Jersey—E. A. Keible 

New York—Louis E. Seley* 
North Carolina—M. D. Urquhart 
Ohio—Walter F. Verkamp 
Oklahoma—G. L. Brennan 
Oregon—J. C. Yeomans* 
Pennsylvania—H. K. Strickler* 
Rhode Island—H. H. Dauphinee* 
South Carolina—C. J. Smith 
South Dakota—E. J. Gustafson 
Tennessee— T. G. Tackett 
Texas—J. H. Winton 
Utah—Orson P. Wright 
Vermont—D. K. Monier 
Virginia—E. O. N. Williams* 
Washington—C. M. Ambrose 
West Virginia—E. P. Connell* 
Wisconsin—Norman A. Evans 
Wyoming—T. Lovelady 
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MANUFACTURED TO 1. C.C. 
SPECIFICATION 4BA-240 


.». that’s why YOU should buy 


here’s a big difference in Lightweight Propane 

Cylinders . . . a difference you should consider 
carefully before you buy. To be safe, to give you the 
service you expect, a lightweight cylinder must con- 
tain sufficient steel and possess sufficient wall thick- 
Ness to take the hard knocks of long-time use. 


Harrisburg Lite-Weight Cylinders are fabricated from 
high tensile strength alloy steel. They are all hydro- 
statically tested to 480 p.s.i. With a tare weight of 72 
lbs, they possess maximum safety with minimum prac- 
tical weight. They are America’s finest LP Gas Cylinders 
- made by the pioneer and world’s largest producer 

of high-p re less steel c So... when 
you buy, buy highest quality—not lowest tare weight. 





PROMPT SHIPMENT! Now available: Lite-Weight Cylinders hot-dip 
slvenized, Write for prices. 


STEEL CORPORATION 
HARRISBURG 4, PENNSYLVANIA 
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MINIMUM wrens 


and MINIMUM 
PRACTICAL WEIGHT 


4... to YOU, that 
difference means 


LONGER LIFE and 
GREATER SAFETY 


ARRISBURG 


LITE-WEIGHT 


PROPANE CYLINDERS 
100 Ib. enscieemmeeianie Weight 72 Ibs. 














9 

Harrisburg Steel Corp., Harrisburg 4, Pa. : 
1 We want prices and delivery on your Lite Weight ; 
Propane Cylinders in quantities of: ( ) 25-99;( ) 1 
ry 100-499, ( ) over 500; ( ) with caps; ( ) without ; 
1 caps; (  ) with valves, inserted. i 
Name_____ loans ; 
| Add sad 1 
: City Zone State ' 
Cee an a a an ee a a eae Ee eaesasanad 

YEARS IN 

PENNSYLVANIA'S 

CAPITAL 
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The LP-Gas twins, “Miss Butane” and 

“Miss Propane,” reigned as queens at the 

annual convention and trade show of the 

Liquefied Petroleum Gas Assn. May 9-11 

in Chicago. The girls, wearing blue-flame 

crowns, are Camille (left) and Mildred 
Rago. 


A special, three-day program of 
entertainment and sight-seeing for 
the ladies attending was carried 
out successfully, with Mrs. J. R. 
Verkamp and Mrs. R. E. Poethig 
having charge of the arrange- 
ments. 

Outgoing President Kenneth 
Koach gave his annual report in 
which he reviewed association 
activities. He sees a good future 
for the industry but urged more 
efficient operations and more at- 
tention to merchandising and good 
service. 

The two projects which he hoped 
to promote are definitely under- 
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way. First, association expansion 
by lowering dues brackets and an 
integration of all association ac- 
tivities, national and state—both 
for the promotion and the defense 
of the industry. 

Second, a plan for wider and 
more vigorous industry promotion 
.. . to get a fair share of the 
market for LP-Gas .. . to offset 
unfair competition. This is under- 
way in a move backed by many 
forces in the industry. 


So many meetings were crowded in- 
to the three-day session of the associ- 
ation this year that the board of direc- 
tors is considering extending next 
year’s meeting to five days. This 
would allow visitors to attend more 
meetings and to have more time to 
inspect the trade show exhibits. 


Mr. Koach summarized conditions 
facing the industry under present 
market conditions. His opening re- 
marks, expressing the essence of 
his entire talk, follow: 


“The year that has passed since 
our last annual meeting has brought 
some decisive changes to the general 
economy of our country and _ these 
changes, as would be expected, have 
had a direct effect upon our industry. 

“Production cutbacks and layoffs of 
factory workers, which we have seen 
recounted in the papers recently, are 
the natural result of a forseeable re- 
version to the pre-war buying habits 
of the consuming public. The seasonal 
patterns of trade that disappeared 
during the war, and could not return 
during the post-war period of pent-up 
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demand, are again evident in retail 
trade because merchandisers now feel 
safe in the reduction of inventories 
with the knowledge that stocks can 
generally be replenished on short no- 
tice. 

“All of these goods which sold in 
season and out of season are returned 
to their former status and the manu- 
facturers have been the first who have 
had to adjust to the new conditions. 

“Such a condition, however, could 
only inevitably impinge with imme- 
diate effect upon distribution since its 
cause is basic. 

“It is the obvious result of the fall- 
ing of demand to the level of supply. 
But it is, after all, a normal condi- 
tion and it represents an average 
economy—the very same upon which 
this nation grew strong and prosper- 
ous. 

“There is a theory that life would 
be perfect under the shadow of a 
sheltering palm, on a sunny island 
where one had only to reach up and 
pick fruit to satisfy all his hunger. 

“In spite of this Florida Chamber of 
Commerce publicity, let me say that 
no such Utopia has ever prospered 
nations. Races and businesses have in- 
creased their strength, improved their 
opportunities and accumulated perma- 
nent assets only when they have been 
willing to work. There is a definite 
relation between the level of success 
attained and the amount of work ex- 
pended and this is more true today 
than at any time during the recent 
years. 

“We, as an industry, are faced with 
the same situation that is common 
to industry generally. But we are 
fortunate that our industry is young; 
that our markets are continuing mar- 
kets; that there are areas yet unde- 
veloped and new applications undis- 
covered. We are fortunate that we 
have within our membership sufficient 
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age to contribute guidance and suffi- 
cient youth to furnish vigor and en- 
thusiasm. 

“We are more than fortunate that 
our members are men of vision, una- 
fraid of change and challenge for 
they have had the experience of de- 
veloping this industry from its small 
beginnings, of a comparatively few 
years ago, into one of the major in- 
dustries in this nation with great 
prospects abroad as well.” 


Kansas State College Will 
Survey on Farm Use for Gas 


A survey being conducted on vari- 
ous uses and cost of liquefied petro- 
leum gas on Kansas farms is being 
conducted by Prof. G. H. Larson, of 
Kansas State College, agricultural en- 
gineering department. 

The study being made through 
questionnaires and conducted experi- 
mentation is also expected to develop 
storage tank data and use and cost of 
propane or butane in power units and 
tractors. 

It is believed that the studies will 
be completed by the end of the pres- 
ent planting and harvesting season. 


"Propane Gas Co." Enters 
Field in Davenport, lowa 


A new company was formed in 
Davenport, Iowa, recently when the 
Propane Gas Co. went into operation 
with Edgar H. Holden as president, 
Thomas W. Martzahn as vice presi- 
dent, and Charles F. Holden, secre- 
tary-treasurer. 

The: entire propane department of 
the Farm Service Co. was purchased 
by the new firm. Propane Gas Co. 
will operate both bulk and cylinder 
delivery trucks as well as handle 
appliances. 
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California Dealers Finally Freed 






From Tax Rebate System 


A bill passed by the California leg- 
islature will put an end to the burden- 
some motor vehicle tax rebate sys- 
tem in that state. 
Known as Assem- 
bly Bill 1071 by 
Assembly- 
man Ralph 
Brown of Modes- 
to, it was spon- 
sored by the 
West Coast of- 
fice of the Lique- 
fied Petroleum 
Gas Association, 
and steered 
through the leg- 
islative mills by 
Don McNary, 
West Coast secretary of the associa- 
tion. The act becomes effective Oct. 1. 

Under the existing system, LP-Gas 
is classified as a motor vehicle fuel 
and is taxed at the rate of 414 cents 
per gallon. This tax applies on all 
retail and wholesale sales within the 
state. If the product is sold for non- 
highway use the tax is subject to 
rebate, with the result that each deal- 
er has a substantial portion of his 
working capital tied up in prepaid 
taxes. The opposition to the old law 
was based on the fact that in Cali- 
fornia less than 10% of the average 
dealers’ sales are for highway use. 
In addition, if the dealer suffers any 
losses of product, as through shrink- 
age or filling, he cannot claim a re- 
bate on that quantity. 

The new law will amend the pres- 
ent law to allow the dealer to qualify 
as a “distributor” and a distributor is 
permitted to purchase fuel on a tax- 
free basis. The dealer will then 





DON McNARY 
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make tax returns and payment to 
the state only on the quantity of fuel 
sold for highway use. 

The original proposal by Represen- 
tative Brown and Senator Sutton, of 
Maxwell, called for the substitution 
of a use tax. This method met with 
serious objection from the Board of 
Equalization which claimed that it 
would be extremely difficult and costly 
to administer and, further, the state 
sales tax of 3% would then apply to 
highway use sales thereby increasing 
the price of the fuel. Also a special 
appropriation would be required for 
enactment and in an economy minded 
legislature the bill was given little 
chance of passage. As the result of 
many conferences with officials of 
the State Board of Equalization, the 
state controller’s office, the legisla- 
tive budget auditor, and members of 
the legislature, the present bill was 
worked out and now carries the full 
blessings of those officials as well as 
Assemblyman Brown and_ Senator 
Sutton. 

AB 1071 will give the dealer prac- 
tically all of the advantages of a use 
tax with none of the disadvantages. 
It will be administered by the State 
Board of Equalization. 


Many to be Credited 


Much credit is given to Senator 
Sutton and Assemblyman Brown by 
California dealers for the stand they 
have taken in support of the best in- 


- terests of the industry, as well as to 


Don McNary of the LPGA for or- 
ganizing the campaign and especially 
for his persistence in carrying the 
fight for a more equitable tax pro 
gram in the face of what at times 
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NOW READY / 


12 DIFFERENT BOOKLETS 


A Collection of the Best Articles from 

Ten Years of BUTANE-PROPANE News 

Reprinted by Subject in Handy Booklets 
for Instruction or Reference 


No. | PROBLEMS OF MANAGEMENT 

Establishing Price Schedules — Installation 
Charges and Retail Prices—Figuring Costs— 
Business Records that Pay Off—Good Credit 
Risks—Insurance. 


No. 2. BULK PLANTS 

Building a Bulk Plant for Speed and Safety 
—Accurate Metering—Transfer of LP-Gases— 
Pump Hook-Ups—Engine in Place of Electric 
Motor for Transfer — Measuring Liquid in 
Tanks—Safety Recommendations. 


No. 3 FUEL AND UNLOADING WITH 


PUMPS AND COMPRESSORS 
Unloading Tank Cars—Tank Truck Installa- 
tlons—Bulk Plant Design—Important Installa- 
tion Features—Four Services with One Pump 
— Determining Vapors in Tank Cars — Com- 
pressor Fundamentals. 


No. 4 SERVICING DOMESTIC APPLI- 
ANCES 


General Principles of Gas Utilization — 
Range Servicing—Water Heater, Space Heat- 
ing Servicing—Meters, Regulators and Re- 
lated Pipe Fittings—Gas Refrigeration—Ap- 
pliance Changeovers. 


No. 5 BULK CONSUMER SYSTEMS 

Regulator Freeze-Ups, Causes and Remedies 
— Regulator Operation — Vaporization — Line 
Testing — Determining Proper Storage — Tank 
Installations—Regulating Pressure—Pipe Lines 
—Testing Procedure. 


No. 6 SELLING 

13 Ways to Win Customers—Small Dealer 
Advertising—Who's Afraid of the REA.—All- 
Year Loads—Four Essentials for Profit—Many 
Uses for LP-Gases—Utility-Dealer Cooperation 


No. 7 COMMERCIAL APPLICATIONS 

Commercial Cooking — Cooking Time and 
Temperature — Selling the Chef —The Tailor 
Needs Gas—Challenge of Commercial Load 
—Key to Profit in Commercial Cooking—Gas 
Heater for Potato Cars. 


BUTANE-PROPANE NEWS 
198 South Alvarado Street 
Los Angeles 4, California 


No. 8 INDUSTRIAL APPLICATIONS 
Torches and Furnaces—Flexible Heat Treat- 
ing—The Railroad Load _ Potential — Fusing 
Plastics — "Infra Red'' Paint Drying — Silver 
Brazing—Steam Cleaning—High Pressure LP- 
Gas Lines. 


No. 9 FARM APPLICATIONS 

Dehydration Helps Delivery of Farm Prod- 
ucts—Processing Alfalfa — Mechanical Dehy- 
dration—Drying Peanuts—Drying Rice—Tobac- 
co Curing—Sweet Potato Curing—Dairying— 
Weed Burning—Brooding—Engines. 


No. 10 POULTRY BROODING AND 
INCUBATING 
Market Analysis—Greater Brooder Profits 
with Gas—Our Place in the Turkey Business— 
Economics of Gas Brooding — Hazards Re- 
duced by Vaporizer—Butane Underwrites Tur- 
key Profits. 


No. 11 POWER 

ABC's of Butane-Propane for Engine Use— 
Advantages and Disadvantages — Safe Prac- 
tices — Tractor Conversions — Diesel Conver- 
sions—Converted Engines Need Cold Mani- 
folds — Light Plant Conversions — Adapting 
Natural Gas Engines. 


No. 12 TOWN PLANTS 

Isolated Systems — Copper Mains — Central 
Plants; Safe Design and Operation—Serving 
"Fringe" Areas—More Heat for Less Money 
—Selling Beyond Mains—Converting to Pro- 


pane-Air. $5 40 


per set 
of twelve 


Single Copies: Order by number. 
50c per Copy, 10% discount on 
orders for ten or more. 


In California add 2%% sales tax. 


Headquarters for LP-Gas 
Information Since 1931 
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seemed like insurmountable odds. J. A. 
Montgomery, Jr., prominent Sacra- 
mento lawyer, gave invaluable legal 
help and advice. No small amount of 
credit should be given to California 
dealers themselves who contributed to 
a special fund, and impressed upon 
their legislators by hundreds of  let- 
ters and personal calls the necessity 
for relief as well as the inherent in- 
justice of the present method of 
taxation. 


Second Safety Issue 
Given Wide Distribution 


The second annual safety issue of 
BUTANE-PROPANE News, published in 
June, has been approved by many in- 
dustry leaders as another important 
contribution to the safety literature 
of the industry. 

More than 10,000 copies of the June 
issue were distributed to regular sub- 
scribers and purchasers of additional 
copies. Every dealer handling liquefied 
petroleum gas should have at least 
one copy of this book on his desk 
for his own reference and that of his 
employes in the interest of spreading 
safety information as widely as pos- 
sible.- 

Reprints of individual chapters or 
the entire book will be made available 
in quantity lots to dealers, distributors 
or wholesalers who wish to make spe- 
cia! distribution among their em- 
ployes or customers. Prices will de- 
pend upon the quantities ordered. 

BUTANE-PROPANE News received a 
special reward by the National In- 
dustrial Advertisers Association for 
editorial achievement in the presenta- 
tion of its 1948 safety issue. In com- 
petition with more than 500 other 
business publications, it was given 
first place for original research. The 
current 1949 safety issue, while cov- 
ering the complete subject of safety, 
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as did last year’s book, contains ex- 
tended treatment of safeguards in 
installing domestic appliances and 
house piping; making deliveries at 
customer premises; indicating vital 
safety precautions for highway driv- 
ing, and instructions to help safer 
utilization of appliances and fuel in 
the home. 


Em Thomas Visits Europe 
On Business and Pleasure 


H. Emerson Thomas, of Westfield, 
N. J., departed late in May for Eu- 
rope on what was to be his first vaca- 
tion in about six years. Before Mr. 
Thomas sailed, several calls of in- 
terest that he could make in connec- 
tion with the LP-Gas industry in 
Europe began to develop, and so dur- 
ing his vacation he will be meeting 
people in various countries connected 
with this business. 

Mr. Thomas commenced his trip 
by flying to Denmark. He then plan- 
ned to visit cities in Sweden, also 
Paris and London, then Italy and 
other countries. 

Mrs. Thomas preceded him to Eu- 
rope. They planned to return by ship, 
arriving July 9. 


California Gets Service School 
At Los Angeles Next Fall 


According to Don McNary, West 
Coast secretary, Liquefied Petroleum 
Gas Assn., tentative arrangements 
have been completed for a three-day 
service school to be held in Los An- 
geles. 

The plans were made with the en- 
gineering extension division of the 
University of California at Los An- 
geles and the dates are Sept. 7-8 on 
the Los Angeles campus. 
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Safety Congress Hears About LP-Gas 


An excellent public relations job 
on behalf of the liquefied petroleum 
gas industry was performed at the 
recent Midwest Safety Conference 
in Chicago, where industrial safety 
directors of that area gathered to 
hear two industry spokesmen discuss 
“Safe Uses of LP-Gases.” 

The meeting, sponsored by the 
Greater Chicago Safety Conference, 
was the first in this organization’s 36- 
year history at which this subject has 
been discussed. 


Strong Program Provided 


“Safe Design and Operation of LP- 
Gas Equipment for Industrial Use,” 
the first topic on the program, was 
handled by E. C. McLean, Chicago, 
in charge of the Midwest marketing 
division, Beacon Petroleum Co., Tulsa, 
Okla. He was followed by F. H. An- 
drews, manager, LP-Gas_ division, 
United Petroleum Gas Co., Minneapo- 
lis, who outlined “Safe Procedure in 
Transfer of LP-Gas.” A third speak- 
er, H. A. Goodwin, of The Bastian- 
Blessing Co., Chicago, was to talk on 
“Safe Procedure in Storage and Use 
of LP-Gas for Metal Cutting Opera- 
tions.’ Due to his unavoidable ab- 
sence, however, his place was briefly 
filled by Hugh L. Comisky, of Na- 
tional Cylinder Gas Co. Chairman 
of the session was John Knox Smith, 
field engineer, Liquefied Petroleum 
Gas Association, Inc., Chicago. 

Both Mr. McLean and Mr. Andrews 
directed attention of the safety di- 
rectors to the NBFU Pamphlet No. 58, 
as a guide to all requirements for 
safe handling of LP-Gases. Mr. An- 
drews also commended the many arti- 
cles on all phases of safety in the 
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By H. H. SLAWSON 


transfer of liquefied petroleum gases 
which have appeared in BUTANE- 
PROPANE News and elsewhere. He 
recommended that this magazine 
should be made available to all men 
engaged in transfer operations, “to 
keep them current with latest devel- 
opments.” 

Mr. McLean went at some length 
into technical details as to the physi- 
cal properties of LP-Gases; the loca- 
tion and design of safe installations; 
the uses of the gases and the equip- 
ment for using them. Much of his 
presentation would be familiar to 
persons intimately connected with 
the industry, but for the audience of 
safety directors before him, it proved 
a most comprehensive and clarifying 
exposition of a subject with which 
few of his hearers were intimately 
acquainted. 

In small plants, Mr. McLean said, 
most operators know very little about 
LP-Gases. He therefore stressed the 
urgent importance of training all 
plant personnel in an understanding 
of the hazards involved in the han- 
dling of the gases and what to do if 
trouble develops. 

The amazing growth of the liquefied 
petroleum gas industry, Mr. Andrews 
declared, is testimony to the fact that 
thousands of transfers are daily tak- 
ing place in safety. Nearly 5,000,000 
families in the United States, he said, 
are using the gases as a direct result 
of an excellent safety record in the 
industry. All approved equipment 
used in transfer operations, he went 
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on, has been designed for maximum 
safety and he emphasized that if in- 
dividuals using the equipment will 
continually think of the hazards in- 
volved and operate accordingly, there 
will be little actual difficulty in trans- 
fer operations. 

Mr. Andrews briefly touched on the 
characteristics of butane and pro- 
pane, described methods in use for 
transferring them and continued with 
suggestions as to precautions to be 
taken in handling them. 


Educate Men Carefully 


“Compiete instruction to men as- 
signed to transfer operations is 
of prime importance,” he said. ‘“‘They 
should be well acquainted with the 
characteristics of the product they are 
handling and recognize the potential 
hazards. They should be briefed at 
frequent intervals to be sure they 
are not prone to let their apparent 
knowledge of their operations make 
them careless in their handling. 

“Substitutes for the men assigned 
to the job should not be allowed to do 
the work without proper instructions. 
Management should not take it for 
granted that all substitutes assigned 
to such operations are capable of 
handling on the say-so of a person 
who has been previously instructed. 

“Be sure persons engaged in trans- 
fer operations are properly qualified 
and recognize proper procedure. 
Smoking, near, at or during unload- 
ing operations, should be prohibited 
and if this rule is violated, this 
should be cause for dismissal. There 
should be no compromise on this 
point. 

“The same rules which apply to 
transfer of liquids from tank car 
to liquid storage also apply to truck 
operations and to cylinder filling, as 
well. It should be reiterated again 
and again to the men that there 
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must be no source of ignition near 
the point of transfer operations.” 

Summing up, Mr. Andrews offered 
the safety directors the following 
7-point program as a guide to safe 
transfer operations with LP-Gases: 

1. Provide approved handling equip- 
ment only. 

2. Provide suitable fire protection 
equipment. 

8. Instruct all men engaged in 


transfer operations on safe methods’ 


of operation. Be sure they understand 
the properties of LP-Gases, the func- 
tioning of all equipment and the ne- 
cessity of eliminating all sources of 
ignition during unloading. They 
should know Phamplet No. 58 thor- 
oughly. 

4. See that no substitutes are al- 
lowed to perform unloading opera- 
tions, without complete instructions. 

5. Make available to personnel ar- 
ticles on safe transfer of LP-Gases 
as they are published. 

6. Institute a regular program for 
briefing personnel. This may be writ- 
ten or oral, as desired. 

7. Enlist the aid of your supplier 
to keep you advised of the latest in- 
formation on safety in handling. 


Propane Equipment Was Lacking 


One reason propane and _ butane 
have not been used more than they 
have for cutting, Mr. Comisky told 
the conference in his brief remarks, 
is that until recent years equipment 
available was not of superior quality. 

LP-Gas for cutting purposes is 
far more efficient than acetylene; it is 
economical and it does a good job, he 
said. There is no more hazard in LP- 
Gases than in acetylene, he asserted 
and, as people are finding these facts 
out, the gases are being more and 
more used for cutting. 
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and Here is a practical way to speed up the transfer of lique- 
unc- fied petroleum gas from tank car to storage tank—and 
"a recover nearly all gas remaining in the car after the liquid 
has has been removed. The unique Ingersoll-Rand LPG Com- 


hor- pressor, designed and built for just this application, works 
to save you time and money. 
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Nebraska Association Holds 
Three-Day Service School 


An LP-Gas service school was held 
by the Association of Nebraska LP- 
Gas dealers in Kearney, Neb., June 
2-4. According to Fremont Meyers, 
executive secretary, 136 men regis- 
tered for the three-day course. 

G. E. Switzer, president of the as- 
sociation, helped to get the school off 
to a successful start with his opening 
address on June 2. 

Among the topics covered were 
properties and characteristics of LP- 
Gas; regulators and controls; speci- 
fications and maintenance of ICC cyl- 
inders and ASME bulk tanks; Pam- 
phlet No. 58; installation and service 
of hot water heaters and Servel re- 
frigerators; system installation and 
maintenance of bulk delivery equip- 
ment; venting of appliances; instal- 
lation of LP-Gas appliances; gas com- 
bustion; and servicemen’s responsibil- 
ity to the users. 

Speakers included: Leslie L. Black, 
Skelgas training supervisor; C. M. 








Stroup, Skelly Oil Co.; Harris A, 
Goodwin and J. W. Mahany, Bastian- 


Blessing “Co.; Martin S. Schmidt, 
Pressed Steel Tank Co.; State Fire 
Marshal E. C. Iverson; R. C. Allen, 
General Controls; Harry Jones, Bry- 
ant Heater Co.; Lou Snyder, Mid- 
American Corp.; J. D. Harmon, But- 
ler Manufacturing Co.; Prof. E. C. 
Blome, Metalbestos Corp. and Purdue 
University; Vincent Miller, Servel, 
Inc.; Clyde Dudley, Skelly Oil Co.; 
and Wendell Groth, of the associa- 
tion’s insurance department. 

The annual convention and trade 
show of the Nebraska association 
will be held Nov. 21-22 at Hote! Pax- 
ton, Omaha. 


Lewisburg, Pa. Now Served 
LP-Gas from Central Plant 


The city of Lewisburg, Pa., is being 
served LP-Gas through the city mains 
from a 30,000 gal. storage tank, ac- 
cording to the Lewisburg Gas Co., 
managed by A. Lake Sheary. 

The changeover was made last win- 
ter with very little time lost. 


This is a banquet picture of those who attended the Nebraska LP-Gas Assn. 
service school June 2-4 in Kearney, Neb. 
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Servicemen Given Special 
Instruction at Short Course 


Speaking to 175 representatives of 
the LP-Gas and natural gas industries 
attending the University of Tulsa 
short course, June 1-3, L. L. Baxter, 
president of the Southern Gas Assn., 
told the servicemen that they belong 
to a group which doesn’t receive 
enough recognition for the important 
work they do. 

Mr. Baxter told the combined meet- 
ing that “you (servicemen) are the 
only representatives of the company 
that consumers see. You are the 
people who get into the homes and 
the impression made by you may 
determine what these people think of 
your gas company or gas as 2 fuel.” 

The speaker stressed that the men 
should be neat, courteous, informed, 
and willing to take an active interest 
in the welfare of their companies and 
communities. 

“Many men of the industry in the 
South and Southwest think we have 
competition stiff-armed. This is not 
true. We must win and keep the ap- 
proval of the consumer to keep the 
industry on top,” he added. 

For LP-Gas men in attendance, the 
subject of automatic controls was 
presented in three sessions, each de- 
voted to different types of controls. 

M. B. Gault, Robertshaw-Fulton 
Controls Co., Youngwood, Pa., pre- 
sented a demonstration of the installa- 
tion and servicing of thermostats for 
LP-Gas appliances with emphasis on 
abuses of this equipment. 

Lynn H. Johnson, Jr., and William 
L. Fincher, both of Minneapolis-Hon- 
eywell Regulator Co., presented the 
installation and servicing of magnetic 
valves, relays, and limit controls for 
LP-Gas appliances;. the “do’s” and 
“dont’s” of proper installation. 

Installation and servicing of dia- 
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Classroom demonstration at Tulsa U 
short course. 


phragm vaive controls for LP-Gas 
appliances were discussed by A. E. 
Hess, General Controls Co., with spe- 
cial emphasis on the way to obtain 
reliable service. 

Each control discussion offered a 
sequence of operations in trouble 
shooting. 

One two-hour session was devoted 
to a lecture on .burner selection and 
adjustment covering choice of proper 
LP-Gas burner for heating load; ad- 
justment of burners; ‘“do’s” and 
“don’ts” of burner servicing. 

J. W. Johnston, Westcott & Greis 
Co., Tulsa, spoke on metering of LP- 
Gas, principles of liquid and vapor 
metering, and sources of errors in 
metering. 

Other technical sessions included: 

Floor furnaces—C. L. Griffin and 
P. W. Warren, Payne Furnace Divi- 
sion. 

Refrigeration—P. E. Kirven and 
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B. H. Brown, Servel, Inc., Evansville, 
Ind. 

Servicing of LP-Gas ranges. 

Water heaters—H. B. Kivlan, Ruud 
Manufacturing Co., Pittsburgh, Pa. 

The discussions on appliances were 
on such topics as service and main- 
tenance; sequence of operations in 
trouble shooting; abuses in installa- 
tion; common customer complaints; 
corrosion prevention, etc. 

The material presented by all in- 
structors will be assembled and bound 
and one copy mailed to each regis- 
trant. Every student attending nine 
of the technical sessions was awarded 
a certificate of completion to certify 
that he had completed an 18-hour 
course in the servicing and installa- 
tion of gas appliances. 

The course was offered by the Col- 
lege of Petroleum Sciences and En- 
gineering of the University of Tulsa. 
Dr. F. T. Gardner, professor of chem- 
istry at the university, directed the 
school. 


Louisiana LP-Gas Commission 
Is Held Constitutional 


District Judge Charles A. Hol- 
combe has ruled against the Louisi- 
ana public service commission in its 
attempt to take over jurisdiction of 
the liquefied petroleum gas industry 
in the state. The decision was ren- 
dered May 18. 

The judge upheld contentions of 
the liquefied petroleum gas commis- 
sion, a separate body set up in 1942, 
that it was constitutionally estab- 
lished and that the legislature had a 
right to give it supervisory authority 
over the bottled fuel business. 

Judge Holcombe wrote that when 
the state constitution was written in 
1921, establishing the jurisdiction of 
the public service commission, lique- 
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fied petroleum gas was “never used, 
if indeed it existed, either for private 
or industrial purposes.” 

The judge said also that “there is 
a vast difference in the nature of 
natural gas and of liquefied petrole- 
um gas and the manner of distribu- 
tion of liquefied gas is entirely dif- 
ferent from the distribution of nat- 
ural gas.” 

The public service commission had 
contended that when the constitution 
gave it jurisdiction over natural gas, 
liquefied gas was included. The crea- 
tion of the liquefied petroleum gas 
commission, it contended, violated the 
constitution. 

Harvey Broyles, third district pub- 
lic service commissioner, said later 
he would continue his effort to have 
the commission’s jurisdiction extend- 
ed over the liquefied petroleum gas 
industry. 

Mr. Broyles said he planned to ap- 
peal to the Louisiana supreme court 
decision rendered against the commis- 
sion. ; 

“If the supreme court turns us 
down,” he said, “I’ll try to have a 
law passed at the next session of the 
legislature to cover the situation.” 


Frank Boice Passes Away 


Funeral services for Frank B. Boice, 
55, of State Road, Falmouth Foreside, 
Me., sales manager of the Utilities 
Distributors, Inc., were held May 20 
in Waukegan, Ill. He died suddenly 
May 17 at Eau Claire, Wis., while on 
a business trip to the Midwest. 

A native of Denver, he had resided 
in Maine two years. Long associated 
with the liquefied petroleum gas busi- 
ness before coming to Maine, Mr. 
Boice had served 12 years in charge 
of marketing for the Shell Oil Co. 
in the area east of the Rocky Moun- 
tains. 
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A salesman won't de 
much selling sitting here... 


4 





The “Old Refrigerator Appraisal Plan” gives salesmen 
a new reason to go out and ring doorbells! 





The days of sitting and waiting for Gas Refrigerator 
sales are over. Today, with most of the must-have 
buyers and new users satisfied, your market is pre- 
dominanatly replacement. This calls for creative selling! 
For as long as old refrigerators still manage to give 
fairly good service, it takes plenty of sales effort to 
nudge owners into buying a new refrigerator. And here’s 
just the nudge you can use to get many prospects off the 
fence—an appraisal policy which includes a good trade-in 
deal and liberal time payments on a new Gas Refrigerator. 


Have salesmen make appraisals on every 
old refrigerator in your area 
You can revive a salesman’s interest in creative selling 
by putting this new slant on his calls. Have him ap- 
proach the prospect, (1) to appraise her old refrigerator, 
and (2) to interest her in a new Servel. After giving her 
refrigerator a thorough examination, he can make her 
8 trade-in offer based on your allowance policy. At the 
same time, he can explain your down payment and easy 


plan. 
If the old refrigerator is mechanical, the salesman’s 
story will be particularly persuasive. He can show her 
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convincingly that her refrigerator is likely to have a 
serious breakdown at any time—especially when over- 
worked—and need expensive repairs. She will have to 
pay for these repairs herself since the guarantee has long 
since expired. That’s why.the salesman’s Servel selling 
story will be doubly strong. In addition to offering her 
all the advantages of a brand new refrigerator, Servel 
provides her with the famous ‘‘no noise, no wear” freez- 
ing system that has no moving parts to ever need 
repair or replacement. 

The “Appraisal Plan” is only one of several selling 
ideas that will help you beat the buyers’ market. Servel, 
Inc., Evansville 20, Indiana. 


STAYS SILENT . LASTS LONGER 


Senvel 


W/L trigerator 
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Kansas and Oklahoma Associations 






Will Operate as One Unit 


By O. D. HALL 


T a joint meeting of the boards of 
directors of the Kansas and Ok- 
lahoma LP-Gas associations, held in 
Wichita, Kans., 
during the annual 
convention of the 
Kansas organiza- 
tion April 19-20, 
it was voted to 
merge both asso- 
ciations into a 
single two - state 
association to be 
known as the 
Kansas - Oklaho- 
ma LP-Gas Assn. r. 

The merger was 
ieee ta tn F. N. HAVENS 
membership of 
the Kansas organization during the 
convention, and will be submitted for 
approval to the membership of the 
Oklahoma group at a later meeting 
in that state. 

R. H. Mahnke, of Wichita, executive 
vicé president of the Kansas associa- 
tion, will act as executive secretary 
of the merged organization. 








J. 0. GREEN RUDY MAHNKE 
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Five district meetings in Oklahoma 
and an election of new officers for the 
new Kansas-Oklahoma LP-Gas Assn, 
are included in the plans. It is ex- 
pected that a stronger and more ef- 
fective group may result from the 
merger. Oklahoma had been without 
a secretary since resignation of its 
secretary last September. 

F. N. Havens, Independence, Kans., 
president of the Kansas association, 
and J. O. Green, of Seminole, Okla., 
first vice president of the Oklahoma 
group, headed the merger negotia- 
tions in Wichita. No plans for an 


Oklahoma state convention this year 
have been made. About 40 Oklahom- 
ans, however, participated unofficially 
in the Kansas convention. 


Convention Talks 


HE liquefied petroleum gas indus- 

try has passed from a period of 
seasonable shortages to one of plenti- 
ful supply of butane and propane, 
George W. Bach, manager, Skelgas 
Division, Skelly Oil Co., Kansas City, 
Mo., told 261 delegates attending the 
Kansas LP-Gas Assn. convention at 
the Hotel Broadview, Wichita, Kan., 
April 19-20. 

Stating that he had been in the 
business 21 years, Mr. Bach said he 
had never seen such a demand for 
everything which comes from petro- 
leum as was built up during the war 
and since. He quoted figures to show 
that the LP-Gas industry has put on 
a great show in building up a heavy 
demand for its fuel. Seasonal short- 
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Performance ~ 
Tested 






for genuine 
"Performance Tested" 
Vessels 


* P.T. (Performance Tested) is 
your assurance of trouble- 
free service from Delta 
vessels you install, 


MORE SATISFIED CUSTOMERS 
LOW SERVICE COST 

LONG SERVICE LIFE 
GREATER PROFITS FOR YOU 


Performance in actual operation is the final and most 
accurate test of the quality of any product: 

That is why Delto P. T.* (Performance Tested) standards 
mean so much to you. 

There is a reputation of perf in the field—testing 
under performance conditions—that gives you 

the assurance of good service for your customers with 
resulting easier operation and greater: profits for you. 

Be sure that you are getting genuine Delta P. T.* vessels 
and capture these extra profits for yourself. 





Delta Tanks Listed Under Re- . 
exarnination Service bs Under- 
writers’ Laboratories, Inc. 


ELTA TANK MANUFACTURING CO. INC. 


P.O, BOX 1469, BATON ROUGE, LA. @ P.O. BOX 1091, MACON, GA. 
MANUFACTURERS OF LPG PRESSURE TANKS AND '1.C.C. CYLINDERS 
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TOP: Kansas LP-Gas Assn. officers (left to 
right): R. H. Mahnke, executive vice presi- 
dent; F. N. Havens, president; Glen Hum- 
burg, vice president. BELOW (left to right): 
G. E. Switzer; Victor Hawkins, speaker; Eli 
H. Worden, who presided at luncheon. 


Left to right: How- 
ard Neuman, Si Dar- 
ling (newly elected 
president of national 
LPGA), and W. L. 
Montgomery, selling 
and marketing 
speaker. 
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ages in some winter months resulted, 
not due to scarcity of the products 
but to transportation, manufacturing 
and marketing mal-adjustments. 
To remedy this situation the refin- 
eries spent several million dollars re- 
vamping and enlarging existing re- 
fineries and building new ones to meet 
rapidly growing dmands for LP-Gas, 
In 1948 the number of consumers had 
doubled over those in 1942. The nun- 
ber of bulk plants has_ increased 
throughout the United States to 3000, 
an average of one to every county, 
There is a real need for better sell- 
ing methods in the industry, Floyd 
F. Campbell, management and sales 
consultant, Bartlesville, Okla., told his 
hearers. Unless they change their tac- 
tics many dealer outlets will be out 
of business within a year, the speaker 
declared. Based on a survey last year 
of 178 sales outlets visited personally, 
Mr. Campbell said that 21 stores paid 
no attention to him when he entered 
the store unless they were addressed, 
49 were indifferent and 27 had very 
weak sales personnel. Only 5 had 
clerks who did a real job of selling. 
O. L. Garretson, vice president of 
Sacra Bros., Roswell, N. M., and presi- 
dent, General Tank and Steel Corp. 
Roswell, talked on “Possibilities of 
LP-Gas Carburetion.” 
To emphasize the wide possibilities 





BUTANE-PROPANE Nevs 





Ju 





ited, 
lucts 
ring 


-efin- 
S re- 
r Te. 
meet 
-Gas, 
; had 
num- 
eased 
3000, 
unty. 
- sell- 
Floyd 
sales 
ld his 
r tac- 
e out 
eaker 
year 
nally, 
; paid 
tered 
essed, 
very 
had 
sling. 
nt of 
presi- 
Corp., 
es of 


ilities 


: News 








for use of LP-Gas in farm tractors 
he said that less than half of the 
Kansas farmers use tractors and that 
less than one-half of 1% of those use 
LP-Gas on this equipment. This is 
the real pioneering field for the LP- 
Gas industry. The tractor will use 
from 25 to 100 times as much LP-Gas 
fuel as the farmer using it consumes 
for all other purposes. 

“The tractor is a real summer load 
piece of equipment and you should 
bear down heavily on farm tractor 
conversions,” Mr. Garretson advised. 
“Every dealer should have at least 
one person in his organization who 
understands tractor equipment if he 
would make the most of this market,” 
he declared. 

“During the past few years we 
have made money in spite of our- 
selves,” declared Homer Devault, Dar- 
lingas, Inc., Pratt, Kans., speaking on 
“Management and Records.” “Our 


statements may have shown that we 
had money in the bank but part of 
this represented money for sales on 
future delivery. In many such cases 
the cash balance does not determine 
in itself whether the company had 
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TOP (left to right): Floyd F. Campbell and 

O. L. Garretson, convention speakers. BE- 

LOW: Among the 43 registrants from Ok- 

lahoma were Francis J. Borelli (left) and 
Charles Corken. 


George W. Bach (left) discussed LP-Gas 
supply and Rex Wheeler talked to the 
servicemen’s and drivers’ section 
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been operating at a profit or had been 
doing business for its ‘health.’ Sixty 
or 70% of failures are from a com- 
plete lack of adequate accounting. In 
these days of a buyers’ market many 
people will go broke before they 
realize it.” 

The importance of employing and 
retaining the right type of truck driv- 
ers and servicemen was emphasized 
by Rex Wheeler, The Humburg Co., 
LaCrosse, Kan. “We are not dealing 
primarily with gas equipment and ap- 
pliances, but with people. We are de- 
pending on the driver and serviceman 
to keep the confidence of the custo- 
mer. The customer, if pleased, likes 
to take all of the credit for having 
LP-Gas installed in his home or place 
of business and proudly tells his 
friends and neighbors about it. If 
the serviceman is careless with his 
installation and the dealer is indiffer- 
ent about it, the customer will be dis- 
satisfied and nothing about the fuel 
or service will seem right to him. 
Then he will be ‘duck soup’ for the 
first electric salesman who comes 
along,” Mr. Wheeler declared. 

The results of a recent rural mar- 
ket survey made for Capper Publi- 
cations, Inc., Topeka, Kan., were out- 
lined by Victor Hawkins, director of 
research for that organization. Based 
on returns from 2000 questionnaires 
sent out some of the following facts 
were revealed: 


Rural Market Surveyed 


“The average rural home is larger 
than that in the urban center. The 
meals are larger and more food is 
eaten; also, there are more children 
in the rural home to consume food 
from the kitchen range. Ten per cent 
of the people in rural areas are con- 
verting each year from wood and 
coal to the more convenient fuels— 
gas and electricity. The main com- 
petitors of LP-Gas are the ‘electric 
boys.’ But there are still 62,000 Kan- 
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sas farms which do not have electric 
line service available and here is a 
real and large potential market where 
there is still no competition for LP- 
Gas dealers for the business of the 
rural residents who want a more con- 
venient fuel,” Mr. Hawkins stated. 

“The average income of Kansas 
farmers in 1948 was $8485,” he con- 
tinued. “We seem headed for perhaps 
the second largest wheat crop in his- 
tory and the price will be 90% of 
parity. Europe has prospects of a 
small harvest.” 

“Dealers should get out and sell 
their LP-Gas appliances and equip- 
ment in the buyers’ market which 
now definitely exists,’ said W. J. 
Montgomery, Beals Advertising, Ok- 
lahoma City. He showed how to em- 
ploy direct selling aids. 

Following an introductory talk on 
advertising by Si Darling, Pratt, 
Kans., who presided over the rural 
market development meeting, Howard 
Neuman, Lowe Runkle Co., Oklahoma 
City, urged participation in the ad- 
vertising program of the Liquefied 
Petroleum Gas Assn. and the Kansas 
LP-Gas Assn. 

Then there is the local selling job 
to be carried on by individual manv- 
facturers, distributors and dealers, 
through newspaper, radio and direct 
mail advertising in their local terti- 
tories. 

Mr. Montgomery put on a clever 
demonstration of how the Beals “Profit 
Package” can be used to sell the rural 
customer. He presented a sample sales 
talk and demonstration to “John Pros- 
pect Jones,” an imaginary farmer, 
who was actually Bob Tanner of 
Radio Station KFH, Wichita. 

In the final session the Kansas LP- 
Gas Assn. went on record unanimous- 
ly “as favoring the active participa 
tion of manufacturers and producers 
in a national market development 
program such as will be set forth by 
the Liquefied Petroleum Gas Assn.” 
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DEPENDABLE GAS SUPPLY FOR 


View from back 
showing vaporizer 
mounting detail. 


The J. G. Boswell Company of Coolidge, 
Arizona, is one of the model cotton drying 
and sterilization plants in its area. In early 
1948, the Butane Corporation of Phoenix, 
Arizona, installed a Mitchell Model 30 
vaporizer to serve a 1,750,000 BTU dryer and 






JOHN B.|MITCHELL COMPANY 
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“DALLAS, TEXAS 
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a 1,000,000 BTU boiler. It has operated 
efficiently and safely since that time in 


supplying a steady, dependable supply of gas. 


MITCHELL units are easily installed and 
require little maintenance. Their operation 
is simple, dependable, safe . . . 

In standard models with capacities from 
12 to 140 gallons per hour. Special 


installations for larger requirements. 

























Manufacturer Holds S-Day 
Training School in Tennessee 


LP-Gas operators and servicemen 
from western Tennessee, eastern 
Arkansas, Alabama and Mississippi 
spent five interesting days attending 
a “Safety-Service” training course in 
butane-propane distribution practices 
at the Chisca hotel in Memphis, 
Tenn., April 25-29. The course was 
sponsored by the National Butane 
Gas Co., Inc., of Memphis, one of the 
pioneer manufacturers of LP-Gas 
equipment in the South, and conduct- 
ed by the National L-P Gas Institute, 
Tulsa. 

The course included containers, fit- 
tings and valves; regulators, pipe and 
fittings; transportation equipment; 
burner design and operation; ther- 
mostats and safety pilots; space 





W. H. Scott, instructor in charge, holds a safety-service training course in Memphis, 
Tenn., for the National L-P Gas Institute. 





heating; and the economic picture of 
the industry and its present and po- 
tential markets. This material, com- 
piled in special text books for the 
purpose, was taken from the detailed 
and copyrighted texts used in the In- 
stitute’s regular resident and cor- 
respondence courses. 

Six to seven hours were devoted 
each day to lectures, explanation of 
the functions and demonstrations of 
the pertinent equipment and appli- 
ances included in the course. 


Discrimination Against LP-Gas 
Spurs Florida Group Action 
At a recent meeting of the com- 
mittee for advertising and public 
relations of the Florida LP-Gas 
Assn., a program was set up for com- 
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“Safety” and “Better Selling Stressed 






At Arkansas Annual Meeting 


Y CARNEY, of Fayetteville, was 

elected president of the Arkansas 
Butane Dealers Association June 14 
at the closing session of the organiza- 
tion’s annual three-day convention at 
the Hotel LaFayette. Amos David, 
of Caraway; W. O. Childress, of Hot 
Springs; and Sam Sowards, of Tex- 
arkana, were elected vice presidents. 
A. W. (“Johnnie”) Porter, of Little 
Rock, was reelected executive sec- 
retary. 

Newly elected directors of the as- 
sociation are Leonard Warden Jr., of 
West Memphis; Preston Grace, of 
Batesville; Earl Hoar, of Barryville; 
R. A. Carver, of Mena; E. W. Daniels, 
of North Little Rock; Pat H. Riley, 
Jr., of Monticello; and D. G. White, 
of Paragould, retiring president. 

Speakers alerted the membership 
to greater sales and advertising ef- 
forts and to the exercise of greater 
safety measures. 

“You must get off your seats and 
sell,” Lee Brand, Empire Stove Co., 
told the 400 who attended. “The in- 
dustry is vulnerable to the attack of 
the well organized electric competi- 
tion, and customers and prospects 
alike, must be sold on the superiorities 
of LP-Gas. 

“Salesmen of electric appliances 
praise the safety factor of electricity,” 
he said, “while condemning open flame 
heat. The truth,” he pointed out, “is 
that electricity causes more fires than 
gas by a 14 to 1 ratio.” 

Vernon Beals, Beals Creative Print- 
ets, and Howard Neumann, Lowe 
Runkle Co., took up the torch to push 
advertising as a potent tool of selling. 
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By CRAIG ESPY 


“Don’t wait for sales to happen,” 
urged Mr. Beals. “Let’s get out and 
make sales happen. People still have 
plenty of money to buy, but they 
must be asked to buy.” 

Speaking on national advertising, 
Mr. Neumann said that building pub- 
lic acceptance for LP-Gas is the No. 1 
problem of the industry. “It will take 
a concerted effort,” he said, “to sell 
the prospective users on the conve- 
nience of LP-Gas and to prepare them 
to buy. It will also take national ad- 





Here is D. G. White congratulating Cy 
Carney upon his election to the presidency. 
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Choose the REGULATOR 
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With Care .. 








,, ee regards the role of the regulator as one 
of the utmost importance in LP-Gas service. It is the heart 
of the system. Accordingly, every detail of design or 
fabrication in a Weatherhead Regulator is carried out 
with the highest regard for efficiency and safety. There 
is a Weatherhead Regulator for each essential need in 
LP-Gas service, among them... 


No. 834—Low Pressure Regulator. For low demand 
flow. For use with 20 to 100 Ib. I.C.C. cylinders or cash 
and carry type. Two types—TYPE “P” for single stage 
propane service. TYPE “S" for second stage propane 
service. 


No. 831 and No. 815—Low Pressure Regulators. 
For average to moderately heavy flow. For use with I.C.C. 
cylinders and A.S.M.E. or A.P.I.-A.S.M.E. tanks. Two types 
—TYPE “P" for single stage propane service. TYPE “B” 
for single stage butane or B-P mixture or second stage 
propane service. 


No. 818—Low Pressure Regulator. For moderate to 
heavy flow. For use on A.S.M.E. or A.P.I.-A.S.M.E. tanks. 
Two types—TYPE “P” for single stage propane service 
and TYPE “B” for single stage butane, B-P mixture and 
second stage propane service. 


No. 869—High Pressure Regulator. For first stage. or 
primary regulation in two stage systems where final outlet 
pressure must be constant, where pressure drop is ex+ 
cessive or for first stage regulation in liquid fuel systems. 


Look Ahead With 


Weatherhead 


THE WEATHERHEAD COMPANY, CLEVELAND 8, OHIO 
Plants: Cleveland, O. » Angola, Ind. . Sone City, Ind. 


+t. Thomas, Ontario, 
Factory Warehouses: Dallas, Texas and Lambertville, N. J. 
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vertising to overcome the confusion 
being created by electric competition.” 
Mr. Neumann recommends reaching 
the rural market with advertising first 
and said that as many as 700 pros- 
pects can be reached in this market, 
per dollar spent. 

Howard D. White, executive vice 
president of the LPGA, got in “telling 
licks” by pointing out that the in- 
dustry faces a critical stage of its 
existence and should organize to dev- 
elop its market through selling and 
advertising. The industry can be dev- 
eloped into one of the country’s great- 
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Officers of the Ark. Butane Dealers Assn. (left to right): Sam Sowards, R. A. Carver, 
Amos Davis, W. O. Childress, Preston Grace, W. A. Porter, Cy Carney, and D. G. White. 





est, he said, if present sales opportun- 
ities are grasped. 

Col. H. R. Brayton, director, Texas 
Firemen’s Training School, College 
Station, Texas, drew an interesting 
comparison when he stated that the 
LP-Gas industry is going through the 
same development that the gasoline 
and domestic gas industries went 
through 20 and 30 years ago. “We 
freely permit children to go in and 
out of thousands of gasoline stations,” 
he said, “because we are educated to 
the advantages of gasoline when care 











fully handled and to what it will do 
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when carelessly handled. Now we’re 
educating the public in the same man- 
ner about liquefied gases.” 

M. L. Blair, chief inspector of the 
boiler division, Arkansas Department 
of Labor, urged greater safety pre- 
cautions, at the same time citing the 
“bettering” of the state’s safety re- 
cord insofar as LP-Gas is concerned. 

Richard Wherry, Gas Equipment 
Co., Inc., Atlanta, threw in a cau- 
tionary word about pipe sizing, point- 
ing out that too small piping creates 
customer dissatisfaction. He also told 
the dealers that every time they vio- 
lated a safety measure their insurance 
tate rises, even though the actual 
violation does not cause an accident. 

Leading a forum on sales, Leonard 
Warden, LP-Gas Service, West Mem- 
phis, pointed out that the LP-Gas in- 
dustry is just as fundamental as 
“breakfast, dinner and supper.” “We 
have to resell ourselves on the ad- 
vantages LP-Gas gives the customer,” 
he urged, “and we do not have to cut 
the price of our service.” 

B. T. Harris, Harris Distributors, 
Little Rock, pointed out that his sales- 
men had gone back to the idea of 
demonstrating the advantages of LP- 
Gas through a 7-day trial period. 
“This demonstration only costs you 
50 cents for fuel,” he said, “and if 
you can’t make this pay out, you 
deserve to lose the sale to electric 
competition.” 

Amos David, Caraway, Ark., said 
he recently hired a man “not to sell,” 
but just to go out and talk about the 
advantages of LP-Gas. At the end 
of the third week this green salesman 
had accounted for the sale of seven or 
tight ranges and two complete in- 
stallations. One of these, long over- 
looked, was within two miles of the 
Plant. 
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Joe Schmelzer, Arkansas Foundry, 
R. C. Weis, Weis Butane, Brinkley, 
and Dean R. Morley, Arkansas Com- 
missioner of Revenue, took part m 
the general session program. Senor 
Roberto de la Rosa, Ambassador of 
Good Will for the Republic of Mexico, 
Mexico City, was banquet speaker. 

Dulun G. White, Paragould, presi- 
dent, and A. W. (Johnnie) Porter, 
executive secretary, presided over the 
conference. Mr. Porter believes that 
one of the reasons for the high suc- 
cess of the Arkansas meetings is that 
the wives of the dealers are urged to 
attend. 


Propane-Air Will Serve 
Until Natural Gas Available 


Wisconsin Gas & Electric, Racine, 
has started to supply 1300 Btu pro- 
pane-air gas in certain of its lines in 
preparation for the advent of natural 
gas, due in the southern Wisconsin 
area in 1950. The company, a sub- 
sidiary of Wisconsin Electric Power 
Co., is making the changeover because 
of this availability and two other ma- 
jor factors, namely, the limited ca- 
pacity of the manufacturing plant at 
Racine and the inadvisability of en- 
larging it to meet demand just prior 
to obtaining natural, and the limited 
carrying capacity of lines between 
Racine, Waukesha, and westward to 
other localities served by the com- 
pany. 

Cost of the changeover, including 
new plants at Waukesha, Watertown, 
and Fort Atkinson, is estimated at 
$423,000. In areas changed over so 
far some complaints were made be- 
cause of service delays necessitated 
by appliance adjustment, but after 
customers began using the higher 
Btu gas the company reports that all 
inconveniences were forgotten. 
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NGAA Elects James E. Pew to Presidency 


At the 28th annual convention of 
the Natural Gasoline Assn. of Amer- 
ica, held in the Texas hotel, Fort 
Worth, April 20- 
22, James E. 
Pew, Sun Oil 
Co., was elected 
president for the 
ensuing year. 
Other officers to 
serve in 1949-50 
are: 

Vice presi- 
dents: John F. 
Lynch, LaGloria 
Corp.; Frank M. 
Perry, Cities 
Service Oil Co.; 
T. Lb. Taggart, 
Standard Oil Co. of California; and 
_ H. Weil, United Gas Pipe Line 

0. 

Secretary-treasurer: 
Lowe. 

The three-day session was filled 
with numerous program features in- 
cluding important papers of interest 
to the liquefied petroleum gas indus- 
try. 

A highlight of the convention was 
the presentation of the Hanlon Award 
by C. R. Williams, NGAA president, 
to Francis E. Rice, vice president of 
Phillips Petroleum Co. For complete 
story see Page 46 of this issue. 

A list of some of the papers deliv- 
ered is given below: 

“Modifications in LPG Test Meth- 
ods”—H. A. Montgomery, Warren 
Petroleum Corp. 





William F. 
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“The Accuracy of Low Tempera- 
ture Fractional Analysis of Liquid 
Hydrocarbon Mixtures”—A. J. Miller, 
Phillips Petroleum Co. 

“Tests for Determining the Liquid 
Content of Field Gases’—W. H. 
Vaughan, Tide Water Associated Oil 
Co. 

“Testing for Sulphur Compounds 
in Liquefied Petroleum Gases”—J. L. 
Thompson, Lone Star Producing Co. 

“Some Warnings for the LPG 
Manufacturer”—Howard Felt, War- 
ren Petroleum Corp. 

The convention delegates were en- 
tertained Thursday evening by men- 
bers of the Natural Gasoline Supply 
Men’s Assn. The entire group was 
taken to the North Side Coliseum 
where a “chuck wagon” dinner and 
elaborate floor show were provided. 
Entertainment committee _ included 
Roy Bush, M. E. Duncan, and J. N. 
McClure. 


NGSMA Elects Officers, Also 


Officers elected to serve the NGSMA 
for the ensuing year are: 

President—J. N. McClure, Elliott 
Co. 

1st Vice President—L. L. Dresser, 
Dresser Engineering Co. 

2nd Vice President—Dallas § 
Deem, American Air Filter Co. 

Treasurer—M. E. Duncan, Johns 
Manville Sales Corp. 

William F. Lowe serves as seclt 


















tary for both the Natural Gasolitl 
Assn. of America and the Natunl 
Gasoline Supply Men’s Assn. 


BUTANE-PROPANE New 














er'a- 
iquid 
iller, 


iquid 
re 
d Oil 


yunds 
J. LL 
g Co, 

LPG 
War- 


re el 
mem- 
jupply 
> was 
liseum 
r and 
vided. 
cluded 
pF 


Iso 


GSMA 
Elliott 
yressel, 
las 8 
5 ohn: 


; secre 
yasolint 




















E, E. HADLICK 


JOHN KNOX SMITH 


NFPA 


The fire marshal division of the 
National Fire Protection Assn., meet- 
ing in San Francisco May 16-19, heard 
Elwin E. Hadlick, executive vice presi- 
dent of the National Butane-Propane 
Assn., Chicago, stress the importance 
of a uniform code for regulation of 
the LP-Gas industry. 

His address, “Developments in Use 
and Protection of Butane and Propane 
Gases,” was delivered at the 53rd 
annual meeting of the NFPA. One of 
its purposes was to help inform fire 
marshals regarding the liquefied pe- 
troleum gas industry and the use of 
its product, domestically and commer- 
cially, 

Also in attendance from the LP-Gas 
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industry were F. R. Fetherston, vice 
president, technical section, Liquefied 
Petroleum Gas Assn., and John Knox 
Smith, safety engineer of the same 
group, the latter conducting a fire 
fighting demonstration for the fire 
marshals and delivering a talk en- 
titled, “Control of Fires Involving LP- 
Gas.” 


NBPA Directors 


Grand View Lodge at Brainerd, 
Minn., will be the site of the summer 
meeting of the board of directors of 
the National Butane-Propane Assn., 
according to E. E. Hadlick, executive 
vice president. 

The lodge, located on Gull Lake, 
will host the two-day meeting, July 
13-14. 


CNGA 


Golf, baseball, horseshoes, marks- 
manship and small games were the 
order of the day at the June 4 Frolic 
of the California Natural Gasoline 
Assn., held at the Rio Hondo Golf 
club, Downey, Calif. 

Gordon Greene, chairman of the en- 
tertainment committee, and E. R. Mil- 
lett, Jr., secretary-treasurer of the 
association, made further plans for 
the enjoyment of the men in attend- 
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W. A. KIRK E. R. MILLETT, JR. 


ance. The evening program consisted 
of a barbecued dinner followed by a 
gala floor show. 

A golf tournament was held be- 
tween CNGA members and members 
of the Natural Gasoline Assn. of 
America to determine the champion- 
ship of the natural gasoline industry. 
Free beer was served at various tees 
to keep the golfers going toward the 


Bell, director; A. Woelfie, 








Recently elected officers of the Illinois LP-Gas Assn. in circle (left to right): Jack 
vice president and director; 





18th hole. Beer also kept the baseball 
players running around the bases. 

According to Andy Kirk, CNGA 
president, all members of the petro- 
leum and gas industries were invited 
to take part in this annual affair. 


Illinois 


The election of officers highlighted 
the April 19 meeting of the Illinois 
Liquefied Petroleum Gas Assn. held 
in Springfield. In addition to hearing 
industry speakers, members elected 
the following officers: 

President—Stan Beske, Kay Gases 
Co., Chicago. 

Vice President—Al Woelfle, Illinois 
Butane Gas & Equipment Co., Bloom- 
ington. 

Secretary-Treasurer—G. W. Chap- 
man, Chapman Gas Co., Chester. 

Directors for the ensuing year in- 
clude: 

Thornton Casey, Butane Sales & 


T. E. Ennett, director; 


Thornton Casey, director; Miss D. Wolff, secretary to Mr. Chapman; G. W. Chapman 
secretary-treasurer. In foreground, left to right: Stan Beske, president, and E. C. Felt, 


director. 
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Housewives like it for its “new 
approach” to cooking ease, efh- 
ciency and “Kitchen Keeping 
You will like to sell it because 
».. it builds greater customer 
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superior engineering for Gas 
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Service Co., Centralia, southern sec- 
tion. 

Al Woelfle, central section. 

Tom Ennett, Rockford Propane Co., 
Rockford, northern section. 

E. C. Felt, Universal Butane Co., 
Centralia, and Jack Bell, Gas Service 
Co., Urbana, directors at large. 


Minnesota 


A hearing was held by the Minne- 
sota state fire marshal, in St. Paul, on 
June 16-17 for the purpose of adopt- 
ing regulations governing the han- 
dling and transportation of petro- 
leum and petroleum products. 

According to John L. Locke, secre- 
tary of the Minnesota Petroleum Gas 
Assn., the first day covered regula- 
tions relating to liquefied petroleum 
gases and remaining time was de- 
voted to the adopticn of regulations 
covering other petroleum products. 





W. A. SCHUETTE 


ROBT. HADLICK 


Missouri 

The Missouri LP-Gas Assn. met 
June 9-10 at the Governor hotel in 
Jefferson City, according to Robert 
W. Hadlick, executive secretary of 
the group. 
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Officers elected at the convention 
are as follows: 

President—Crump Taylor, Bur-Tay 
Gas Co., Appleton City. 

Vice president—A. H. Bauer, Mor- 
gan County Oil Co., Versailles. 

Treasurer—C. A. Enos, Jr., Cook- 
gas Co., St. Joseph. 

Directors elected include: 

District No. 1—Roland E. Seidel, 
Chillicothe, and L. D. Beckett, Cam- 
eron,. 

District No. 2—A. W. Scofield, 
Kirksville (reelected) and Orval Ricks, 
Winfield. 

District No. 3—Melvin Hall, Noel. 

District No. 4—J. A. Felder, St. 
Louis, and W. A. Schuette, Washing- 
ton. 


Ohio 
At the May 25 meeting, R. M. 
Brumby, Inter-State Gas Co., was 


elected to the presidency of the Ohio 
Liquefied Petroleum Gas Assn. for the 
coming year, succeeding Bill Duncan. 

All officers were elected unanimous- 
ly by association members, others be- 
ing W. H. Everett, Bellaire Bottled 
Gas Co., vice president, and Lyman 
H. Adams, Ideal Gas Service, secre- 
tary-treasurer. Mr. Adams served last 
year as vice president and took over 
the duties of secretary-treasurer up- 
on the resignation of Lou Gehring. 

The convention, held at the Desh- 
ler-Wallick hotel in Columbus, was 
started off by Mr. Duncan, followed 
by Howard D. White, executive vice 
president, LPGA, Chicago, who I 
marked on the importance of associa 
tions to individual dealers and urged 
a strong association. 

John Roane, representative of the 
John H. Mahon Co., insurance, was 
present at the meeting to answer 
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questions of individual dealers regard- 
ing insurance problems. 

Two films were presented by Harry 
Jones, Byrant Heater Co., with ex- 
planatory remarks relative to electric 
competition. A discussion on safety 
and proper handling of gases was led 
by Hershall Harrah. 

Trustees elected at the convention 
are Joe Hogan, Hogan’s Gas & Ap- 
pliance Service, northwestern district, 
and F. P. Ables, F. P. Ables & Son, 
southeastern district. 


Tennessee 


By ED TITUS 


Following success in defeating a 
burdensome tax, the Tennessee Lique- 
fied Petroleum Gas Assn. is drafting 
constructive legislation for control 
of the industry, to present to the next 
session of the State Legislature. 

This legislation was discussed at 
the meeting of the association in the 


Andrew Jackson 
April 18-19. 

Under the proposed law which the 
association is drafting the governor 
would appoint an LP-Gas commission 
of three members, giving considera- 
tion to recommendations of the as- 
sociation. Rules and regulations gov- 
erning the industry would be issued. 

The undesirable legislation that was 
defeated just before the meeting of 
the association would have placed a 
tax of 7.4 cents per gallon on LP-Gas. 
The seven cents was to be refunded 
in cases where the gas was not used 
for vehicles on the highways. 

However, putting up of money later 
to be refunded would have placed a 
heavy financial burden on all opera- 
tors in the state. 

The methods used to defeat this 
legislation might serve as a model 
for those confronted with similar 
problems in other states. Leaders of 
the effort to defeat the bill telephoned 
all over the state to those in the in- 


hotel, Nashville, 





A portion of the dealer group that attended the Tennessee 
Assn. convention and trade exhibit in Nashville, April 18-19. 
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Liquefied Petroleum Gas 
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For Use With 
Liquefied Petroleum Gas 
MADE IN 3 SIZES 
85,000 B.t.u. per hour input 
120,000 B.t.u. per hour input 
150,000 B.t. uv. per hour input 


Write for free Copies of 


Descriptive Folders Showing Price. 
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Expand Your Market 
To Include L. P. Gas 
For Heating 


Sell CLOW 
Gas-Fired Unit Heaters 


For Business and Industry 





Every time you sell a Clow Gas-Fired Unit Heater 


to a business establishment, you’ve secured if 
large-volume customer for your L.P. gas sales.f 


Here’s your big new market, today ... L.P. gas for 
heating in stores, factories, warehouses, filling 


stations, garages, bowling alleys and other} 
commercial buildings. Remember summer} 


time is replacement time. Start selling now for 
fall installation. i 


These Exclusive Clow Features 
Make Your Selling Job Easier 


© Longer life with ONE PIECE Cast Iron heat} 


exchanger. 


@ READILY ACCESSIBLE for easy cleaning a0 
servicing. 


© QUIET operation. PLEASING design. 
ATTRACTIVE finish. 


JAMES B. CLOW & SONS 
201-299 N. Talman Ave. « Chicago 80, 
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dustry. These dealers and distributors, 
in turn, phoned some of their con- 
sumers. Then everyone who could be 
mobilized phoned the senator from 
his district, with whom, in many 
cases, he was acquainted. Meanwhile 
some of the industry’s leaders con- 
ferred with the governor. Nothing 
but straightforward, ethical methods 
were used in contacting the state’s 
leaders, and nothing was done that 
could be open to criticism. 

The authorities were convinced that 
use by motor vehicles on the highways 
constituted such a small part of the 
total LP-Gas consumption that the 
cost of administering the proposed 














































































































filling} aw with all the refunding mechanism 
other, Would be large enough to eat up much 
ummer} of the return from the tax. The bill 
ow for}, Was tabled in the senate by a small 








margin, and soon afterwards the leg- 
islature adjourned. While the industry 














> did a fine job on this bill, speakers 
‘ pointed out that a continuing job of 
on heat selling the industry to its’ customers, 

a public relations job, was necessary. 
ing and Discussing the plan for integration 

of the state associations with the 
:0, national LPGA, Howard White, ex- 





ecutive vice president of LPGA, re- 
ported receiving letters from virtual- 
ly every state organization in favor 
of the idea. LPGA, he said, now has 
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about 700 members, but ought to 
have several thousand at least, so 
that when the industry’s represent- 
atives go to Washington on matters 
like allocation of steel, they could 
carry some weight. 

The association’s budget of $130,000 
a year, Mr. White maintained, isn’t 
a drop in the bucket to what it ought 
to be, and the electrical industry 
probably spends $15,000,000 to $18,- 
000,000 a year on national promotion. 

An example of what can be done 
through unified industry effort, Mr. 
White said, is one national organiza- 
tion in another industry that makes 
$400,000 each year on its big trade 
show. 


Under the proposed integration 
plan, the dues a member paid to a 
state association would be appor- 
tioned on a fair basis with the na- 
tional organization. The member 
would then receive services connected 
with safety, public relations, legisla- 
tive matters, and other services of 
value from the national organization. 

The proposal for integration re- 
ceived strong support at the Tennes- 
see meeting from A. W. (Johnnie) 
Porter, of Little Rock, Ark., execu- 
tive secretary of the Arkansas Bu- 
tane Dealers Assn. 

Mr. Porter suggested that under the 
plan of integration, which would 
group certain states and their asso- 
ciations into districts, Tennessee, Mis- 
sissippi, Alabama and perhaps Ken- 
tucky and Arkansas might constitute 
one group. 

He said one example of how this 
grouping would help would be that the 
Arkansas .organization could help 
their friends in Tennessee on legisla- 
tion, sharing. some experience they’ve 
had. 

An informative talk on “LP-Gas 
Carburetion” was given by Ralph G. 
Abbott, assistant chief engineer of 
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Ensign Carburetor Co., Dallas, Texas. 
Mr. Abbott pointed out that customers 
can be sold on LP-Gas for this pur- 
pose because it saves them money, 
and that it is good for the LP-Gas 
operator because it makes a good 
summer load. 

Lee A. Brand, vice president of 
Empire Stove Co., gave a forceful 
presentation of steps to beat the 
electric competition. 

“Regulator Freeze-up Problems” 
were discussed in a practical manner 
by John E. Szitar, service engineer of 
The Weatherhead Co., Cleveland. 

In a_ straight-from-the-shoulder 
talk, Herman F. Grays, of the safety 
engineering department of United 
States Fidelity and Guaranty Co., in 
Memphis, gave practical advice about 
avoidance of accidents. 

Duke Sweeney, Jr., of Beals Cre- 
ative Printers, Oklahoma City, told 
how to do a selling job. on LP-Gas, 
and gave an actual presentation to 
the consumer, based on material pre- 
pared by his organization. 

Sales and promotion advice was 
given also in a talk by J. W. Thomp- 
son, of Servel, Inc. 

fhe annual banquet was a notable 
vecasion, with a talk by Hammond 
Fowler, of the Railroad and Public 
Utilities Commission, a superman 
with the stories, and entertainment 
by Owen Bradley’s radio orchestra. 

About 150 attended from all over 
Tennessee and some from other states. 
At the trade exhibit, the varied dis- 
plays of manufacturers attracted 
much attention. 

Hard work of the association’s offi- 
cers and directors had much to do 
with the success of the meeting. They 
are Joe F. Thompson, Columbia, presi- 
dent; W. E. Keller, Murfreesboro, 
vice president; and J. C. McReynolds, 
Jr., Nashville, secretary-treasurer. 
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Directors of the association, who 
also are vice presidents, are W. G. 
Petty, Sr., Memphis, chairman; Harry 
Lea, Sr., Lebanon; N. T. Dockery, 
Athens; J. S. Jones, Memphis; and 
D. W. Simmons, Shelbyville. 

Next get-together of the associa- 
tion is planned for Aug. 29 in Nash- 
ville, when there will be a business 
meeting and banquet. 


South Carolina 


The annual convention of the South 
Carolina LP-Gas Assn. was held April 
21-22 at the Wade Hampton hotel in 
Columbia, according to E. K. Butler, 
Jr., secretary of the association. The 
several sessions were handled by 
President John DuRant. 

Both Mr. DuRant and Mr. Butler 
were chosen to lead the activities of 
their state association for the com- 
ing year, serving in the same capaci- 
ties as last year. 

Directors of the association include: 
Fred Black, Anderson; Henry Cav- 
then, Southern Gas Co., Lancaster; 
W. H. Eskridge, Palmetto Rulane Gas 
Co., Bennettsville; and J. R. Herrin, 
Jr., Central Butane Gas Co., Sun- 
merville. 

Among the banquet speakers was 
Governor J. Strom Thurmond. 

The program planned by Mr. Shep- 
pard had as its theme “Survival” and 
was designed to provide each dealer 
with the necessary information to 
prepare himself and his company for 
the competition and pitfalls which 
may lie ahead. Among the papers 
presented by industry leaders were 
the following: 

T. G. Tackett, president, National 
Butane Gas Co., “Cleaning Our Own 
House.” 

J. Z. Watkins, sales manager, Rv- 
lane Gas Co., “Salesmanship as 4 
Means of Survival.” 
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through manifolds, over-sized 17 inch ovens with one-piece 
linings, and are acid-resisting enameled all over. Individual 
hep- Fs pesie Models — plate-size burner bowls. Broilers and drawers run on roller 
and % Different Ranges ball bearings. The Berkshire has a separate high broiler, the 
ealer All up to the minute— | Marlboro is modernized and the Sheffield is a brand new 


ne All of uniform quality— price leader you cannot afford to pass up. 
a All priced to sell! There are also the two wonderful 43 inch models deluxe, 


hich with exclusive “comfort-touch,” and the three popular small 
- models, all streamlined .. . and priced to sell! 


: ‘ CRIBBEN & SEXTON 
Special CP and automatic e 
ia clock models for . 
ional LP-Gas 
Own 


GAS RANGE 
Ru- () 2 e a * ° 
’ ay wit Exclusive" Comfor-Ttuck 
(RIBBEN & SEXTON CO., 700 North Sacramento Boulevard, Chicago 12, Illinois 
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New officers of the South Carolina LP-Gas Assn. are (left to right): E. K. Butler, Jr., 





secretary-treasurer; John W. DuRant, president; W. H. Eskridge, vice president; and 
Henry Cauthen, vice president. Not pictured are J. R. Herrin, Jr., and Fred Black, both 
vice presidents. 


C. B. DeBerry, Jr., Southeastern 
Fire Extinguisher Sales, Inc., Fire 
Prevention Demonstration. 

William J. Burkett, Green’s Fuel, 
Ine., “Importance of Proper Tools.” 

C. G. White, Georgia Automatic 
Gas Co., “Importance of Safe Instal- 
lations.” 

Harry T. Jones, Bryant Heating & 
Equipment Co., “Water Heating Will 
Help Us Survive.” 

Howard D. White, executive vice 
president of the Liquefied Petroleum 
Gas Assn., Chicago, addressed the as- 
sociation at the opening session and 
at the closing banquet. on Friday 
evening. 

G. B. Sheppard acted as chairman 
of the convention committee, arrang- 
ing a full schedule for attendants. 
The board of directors met on the 
first morning; the manufacturers’ 
agents held a group meeting on the 
first morning also and sponsored a 
social hour on the last afternoon. 
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Wyoming 

A business meeting was held by 
members of the Wyoming LP-Gas 
Assn. May 21 in Casper. The meeting 
was presided over 
by Ira A. Lamb, 
president, Wyo- 
ming Gas Service, 
Lusk. Thirty-four 
LP-Gas dealers 
were present. 

Principal busi- 
ness of the meet- 
ing was to dis- 
cuss ways and 
means of com- 
plying with the 
regulations of the 
Wyoming state 
highway depart- 
ment concerning collection of road 
taxes on LP-Gas used as motor ve 
hicle fuel. G. H. Dayton, of the state 
highway department, led the discus- 
sion which revolved around the use of 


W. N. McMILLEN 
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10 different forms required by the 
state from LP-Gas dealers. 

As a result of the meeting, a com- 
mittee was appointed to meet with the 
state authorities to develop a simpler 
method of submitting reports. Mem- 
bers of the committe are Stanley Har- 
low, Universal Petroleum Co., Casper; 
D. R. Bolton, Anchor Petroleum Co., 
Tulsa; and Joy Kastner, Rancher Gas 
& Supply, Cheyenne. 

Short talks were given by Lon C. 
Turner, Eaton Metal Products Co., 
Denver, and W. N. McMillen, Gas 
Equipment Co., of Denver. A report 
on the LPGA convention was given 
by Talmadge Lovelady, Big Horn Bu- 
Pro Gas Co., Worland. 

In addition to Mr. Lamb, other offi- 
cers of the Wyoming association are 
Talmadge Lovelady, vice president, 
and Ray Doman, secretary. 

Tentative plans were made for an- 
other meeting to be held sometime in 
August. 


Texas 


The fourth annual convention and 
trade show of the Texas Butane Deal- 
ers Assn. was being held in Dallas 
June 26-28, just as this issue of BU- 
TANE-PROPANE News was going to 
press. 

The convention story will be pre- 
sented in the August issue. 


Colorado Association Members 


Uniting on Safety Code 


Printed below is a summary of a 
voluntary code adopted by the LP- 
Gas dealers of the southern district, 
Colorado LP-Gas Assn. Its purpose 
is to promote safety, public health 
and general welfare of all LP-Gas 
users. The code, itself, goes into 
great detail on such subjects as ap- 
Pliance installation, gas house-heat- 
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ing appliances, venting, and general 
safety suggestions. 

The code will be reviewed by other 
districts in Colorado and similar ones 
prepared. Out of the codes of the 
nine state districts the association 
plans to draft and adopt one for the 
entire state. At that time it may 
then be adopted by the association. 


THE CODE: 


Equipment and Personnel: We 
pledge ourselves to provide our cus- 
tomers with properly trained per- 
sonnel; and adequate tools and equip- 
ment to safely install and service 
liquefied petroleum gas systems and 
appliances. 


Standards of Installation: We 
pledge ourselves to a _ thorough 
knowledge of, and compliance with 
Colorado statutes and local ordi- 
nances; and to maintain standards of 
design, installation and construction 
of appliances, containers and perti- 
nent equipment as recommended by 
American Gas Assn. and National 
Board of Fire Underwriters as re- 
quired for the health, welfare and 
safety of the public. 


Knowledge of Equipment and Prod- 
ucts: We pledge ourselves to conduct 
a continuous program of training of 
personnel in the practical aspect of in- 
stalling and servicing gas systems 
and appliances. This training will in- 
clude storage, transfer and handling 
of the fuel, operation of equipment, 
gas piping, venting, flues, chimneys 
and cleanouts, proper location of ap- 
pliances and access tunnels where re- 
quired. 


Fuel Service: We pledge ourselves 
to do everything possible to assure 
our customers of regular and de- 
pendable fuel service. We recommend, 
for reasons of economy and to assure 
that storage 


uninterrupted service, 
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BRILLIANT FIRE 


HEATERS... for all gases 


JUST OFF THE 
ASSEMBLY LINE 


A new, modern, streamlined 
heatmaker to top off a suc- 
cessful heating season for 
the alert dealer. Heavy 
gauge steel body, cast iron 
burner with non-clog ports, 
brass valve with adjustable 
air mixer. 10,000 Btu input. 
White purcelain enamel 
finish. 











DEALERS: The CENTURY (shown above) is but one of the many 
outstanding items in the 1949 BRILLIANT FIRE Line. Deliveries now 
being booked. Act NOW. 


COPY OF NEW CATALOG NO. 49 UPON REQUEST 


THE OHIO FOUNDRY & MANUFACTURING CO. 
Shgineens ‘Manufacturers Designers 


STEUBENVILLE * OHIO- U.S.A. 
ESTABLISHED 1846 
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tanks be installed which are adequate 
in size for appliances now in use or 
anticipated. The ideal size tank will 
hold 60% of the estimated annual 
consumption. 


Expansion: We pledge ourselves, in 
expanding and developing our busi- 
ness, to seek new customers on a 
sound, conservative basis; to make de- 
pendable estimates of costs of cook- 
ing, refrigeration, water heating and 
space heating; and to take into con- 
sideration factors which affect these 
costs, such as size of families, use of 
automatic washers and dish washers, 
as well as construction of buildings, 
insulation, storm windows and weath- 
er stripping. 


Georgia LP-Gas Course 
Will Run 18 Months 


Approved by the LPGA board of 
directors at the Chicago convention 
in May was the proposal of the edu- 
cational committee, headed by K. R. 
D. Wolfe, that the association endorse 
the course in gas fuel technology 
scheduled to start in September at the 
Southern Technical Inst:tute, Georgia 
Institute of Technology, Chamblee, 
Ga 


This streamlined 18-month train- 
ing program, open to graduates of 
accredited high schools, will include 
in its curriculum such studies as 
sciences; English; technical drawing; 
general shop practice; applied math- 
ematics; various courses in LP-Gas 
equipment, sales and service; indus- 
trial electricity; refrigeration; heat- 
ing; fundamentals of gases; safety; 
human relations; air conditioning; 
fuels and burners; contracts and 
specifications; building construction, 
and supervisory training. 

The total cost will be approximately 
$1800 for Georgia residents and 
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$2200 for non-residents. Veterans of 
World War II can enroil under the 
provisions of the G.I. Bill of Rights 
which provide tuition, books and sub- 
sistence allowance. 

An advisory committee representing 
all branches of the LPGA will be ap- 
pointed to cooperate with the Tech- 
nical Institute in shaping the course 
to fit the specific needs of the LP-Gas 
industry. 

Any inquiries regarding this course 
should be directed to the Liquefied 
Petroleum Gas Assn., 11 S. La Salle 
St., Chicago, Ill. 


Fire School Gets First Hand 
Information on LP-Gas 


Addressing the 21st annual North- 
west fire school in St. Paul on May 
4-6, B. A. Brokaw, director of the 
petroleum division of the Minnesota 
Department of Taxation, presented the 
proposed state safety code and its 
probable effect on fire prevention. 

Much of his discussion was devoted 
to an outline of the code and regula- 
tions for the LP-Gas industry. In part, 
Mr. Brokaw said: “The committee 
feels that the adoption of Pamphlet 
No. 58 as the code for the state of 
Minnesota will be a long stride for- 
ward in eliminating many of the haz- 
ards that can be prevented.” 

He cited the increased use of LP- 
Gas, domestically, commercially and 
industrially. Due to this increase of 
use and lack of information on the 
part of the user, a great deal of 
thought, time and effort should be 
put forth for the education of the 
consuming public, in addition to those 
directly concerned with the industry. 

A Minnesota law makes provision 
for the fire marshal to adopt the 
necessary code and to delegate in- 
spection to competent loca! authority. 
It was suggested the NBFU Pam- 











phlet 58 be made avaiiable to all fire- 
men and other interested persons and 
that a course of instruction be insti- 
tuted by local fire chiefs to acquaint 
all firemen with the code so that all 
will be well acquainted with the re- 
strictions of the code. 

In closing his discussion on LP-Gas, 
Mr. Brokaw added that “this material 
can be handled as safely as any other 
volatile material when the necessary 
precautions are taken.” 





el A 
Ss. L. STAPLETON 


HERMANN PARIS 


Georgia Company Observed 
Tenth Anniversary in April 


The Georgia Butane Gas Co. was 
organized 10 years ago by Hermann 
Paris in Sandersville, Ga. Since then 
it has expanded with bulk plants and 
offices in Macon, Augusta, Atlanta, 
Griffin, Athens, Rome and other cities 
serving nearly 50 counties in the 
state. 

A company affiliate is the Georgia 
Gas Co., of which Sidney L. Staple- 
ton is vice president. At the present 
time, Mr. Stapleton is also president 
of the Georgia Liquefied Petroleum 
Gas Assn. Both Mr. Paris and Mr. 
Stapleton are active in their state 
association, Mr. Paris being a former 
president of the group. Mr. Paris 
has also served as a member of the 
board of directors of the LPGA. 
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CALENDAR 


All associations are invited to send 
in dates of their special and annual 
meetings for this calendar. 


July 13-14—NBPA Board of Directors, 
Grand View Lodge, Brainerd, Minn. 


Aug. 29—Tennessee LP-Gas Assn. Andrew 
Jackson Hotel. Nashville. 


Sept. 7-9—Second Annual LPGA Eastern 
LP-Gas Service School. University of 
Pittsburgh. Pittsburgh, Pa. 


Sept. 7-9—Pacific Coast Gas Assn. Annual 
Convention. Santa Barbara, Calif. 


Sept. 14-15—North Eastern District, Liq- 
uefied Petroleum Gas Assn. Hotel Statler. 
New York. 


Sept. 19-21—National Butane-Propane Assn, 
Convention and Trade Show. Jefferson 
Hotel, St. Louis, 


Sept. 25-27—Colorado LP-Gas Assn. Fall 
Convention. Shirley-Savoy Hotel. Denver. 


Sept. 28-29—LPGA Board of Directors. 
Cosmopolitan Hotel, Denver, Colo. 


Oct. 10-11—Kentucky LP-Gas Assn. An- 
nual convention. Seelbach Hotel, Louis- 
ville. 


Oct. 17-20—American Gas Assn. Annual 
Convention. Chicago. 


Oct. 31-Nov. 4—National Safety Congress. 
Morrison Hotel. Chicago. 


Nov. 21-22—Assn. of Nebraska LP-Gas 
Dealers. Hotel Paxton, Omaha. 


Nov. 27-Dec. 2 — American Society of 
Mechanical Engineers. Annual Meeting. 
New York. 


1950 


April 12-14—National Petroleum Assn. 
Hotel Cleveland. Cleveland, Ohio. 


May 22-24—Gas Appliance Manufacturers 
Assn. Annual Meeting. The Greenbrier, 
White Sulphur Springs, W. Va. 


Sept. 13-15—National Petroleum Assn. 
Hotel Traymore. Atlantic City, N. J. 
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Move Sales... More Profits Witt, 
(kere: Merents 


COMPLETE LINE! 


Twelve models from which to choose —size-scaled, 
price-ranged to meet every budget, every need, O’Keefe 
& Merritt Gas Ranges turn “prospects” into sales! 





Greater model variety—more exclusive features—more women ask for O’Keefe 
& Merritt than any other make on the West Coast. When they ask to see it—be 
sure you have the model they want! Write for complete details of our many new models. 


O'KEEFE & MERRITT COMPANY 3700 E. OLYMPIC BLVD. + LOS ANGELES 23, CALIF. 
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Drilling that does not bother the 
neighbors. Canvas and fiber glass 
insulating jacket on Union Oil Co.’s 
Sansinena 18 makes operation, in- 
cluding four LP-Gas engines, in- 
audible at 30 paces. 
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It Takes a Lot of Gas 
To Drill for Oil 


ANT a nice wildcat? Not the 
kind that growls at you when 
you feed it raw meat, but the other 
variety which feeds you, pays for 
the boy’s college education, and 
makes old age a bit less terrifying. 
A “wildcat” is a hole in the 
ground which might reach down to 
a new and hitherto unknown pool 
of oil—we hope. It is a wildcat only 
while it is being drilled. After that 
it is either a “discovery well” or a 
“duster,” which is dry and quite 
useless. 


In spite of the very best modern 
methods known to petroleum geolo- 
gists for finding out where oil 
might possibly be located, it is not 
there in about four cases out of 
five. That’s the gamble that oil men 
have to take. It costs plenty of 
money to find out whether their 
judgment is right or wrong, but 
when a new field is discovered 
somebody generally makes a lot of 
money. 

Wildcatting is a financially haz- 
ardous occupation, but some of our 





You can tell when a drill crew has hit oil—they look as if oil had hit them. The 
men (left to right): Emmett Hill, Dave McGuire, H. M. Richesin, Ralph H. East, 
and James G. Best. 
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best people engage in it. Some of 
the curse has been taken out of it 
in recent years, not only by the im- 
provement of methods whereby ge- 
ologists eliminate the impossible 
locations and thereby save the ex- 
pense of drilling to find out, but 
also by the development of new 
types of drilling equipment which 
cut the expense of exploring in the 
bowels of the earth. 

The recently evolved portable 
drill rigs equipped with light 
weight, high power engines fueled 
with LP-Gas have been a very im- 
portant factor in cutting the cost 
of exploring for petroleum. Back in 
the days of steam drilling, every 
well represented a permanent in- 
vestment of quite a few thousand 
dollars aboveground. Derricks were 











Dix Has.... 


ALL THE LATEST 
DEVELOPMENTS 


Yes . . . Dix LPG Carburetion Units 
have all features developed for this 
type equipment in recent years. A 
few of the more important include: 


. Controlled water temperature. 
. Stainless steel valves. 

. Permanent mold castings. 

. 356 aluminum alloy. 


. Unit weighs less than 5 lbs. One 
man mounting arrangement. 
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of wood or steel, and they were 
nearly always left right where they 
were built, to “service” the well if 
the operator were fortunate enough 
to strike oil, or because it was sim- 
ply too expensive to disassemble 
and move them out of the first lo- 
cation. 

In quite a lot of cases the boilers 
were also left on the location, be- 
cause they were so big and heavy 
that the operator could not afford 
to take them out. He moved the en- 
gines and machinery and left the 
rest. These abandoned installations 
stand as monuments to blasted 
hopes all over the oil regions of the 
world. 


Now Have Portable Drill 


The modern portable drill rig, 
with its four LP-Gas powered en- 
gines, has brought a great change 
in this situation. The only perma- 
nent construction required is the 
concrete foundation for the tower 
and for the machinery which oper- 
ates the drill table and handles the 
drill pipe and tools. These founda- 
tions are built according to blue- 
prints, and the necessary sumps for 
the drilling mud and the first flow 
of oil are excavated prior to the 
arrival of the equipment. 

On the appointed day everything 
arrives on trucks. With the aid of 
a rigging crane the units are un- 
loaded and set in place. The neces- 
sary connections are quickly made, 
and often within 48 hours the drill- 
ing starts. When the well is com- 
pleted or abandoned the equipment 
is disconnected and moved to the 
next location. 

LP-Gas is now used in nearly all 
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engine in this type of service are 
so outstanding that it is becoming 
the dominant source of power for 
petroleum exploration in many 
parts of the country. Drilling com- 
panies like it particularly because 
it can be converted in a few min- 
utes to operate on either LP-Gas 
in a remote location, or on natural 
gas if the drilling is to be done in 
an established field. 


Can Drill Deeper With Gas 


The drilling crews, who are 
rugged characters and very proud 
of their ability to get hard jobs 
done fast, prefer to operate the en- 
gines on LP-Gas because it gives 
them a little extra power. This not 
only speeds up the pulling of the 
long, heavy strings of drill pipe 
and tools out of the holes—it also 
enables them to drill deeper. 

This gain is greater than would 
appear from a casual glance at the 
horsepower figures. A great deal of 
the engine horsepower is lost in 
overcoming the friction in the 
“draw-works,” as the big geared 
down winch which pulls the drill 
pipe is called. This has no relation 
to the power input—it is constant 
for the gearing and bearings, and 
must be overcome before any power 
is available to do work. Any addi- 
tional power applied to the drive is 
net gain. 

In this case it could make a dif- 
ference of half an hour in pulling 
along string of drill pipe out of 
the hole to change a bit, which hap- 
pens two or three times a day. Or, 
it makes several hundred feet dif- 
ference in the depth to which it is 
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Mud pump engine equipped with two Ensign 


carburetors. Engine comes off pump base 
skids for easy portability. 


possible to drill. The limit of depth 
with any given outfit is determined 
by the horsepower available behind 
the draw-works to lift the weight 
of the drill pipe. 

The standard gas drilling outfit 
includes four engines—two of rath- 
er large horsepower to operate the 
draw-works and the rotary table 
which turns the drill, one large 
slow speed engine operating the 
mud pump, and a small engine run- 
ning an electric generator which 
supplies lights for night operation 
and power for any small tools re- 
quired on the job. 

A typical LP-Gas installation op- 
erated by the Santa Fe Drilling 
Co., of Santa Fe Springs, Calif., 
uses two Hall-Scott Series 400 en- 
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Suburban Gas Co., Santa Ana, delivers a week’s suppiy of fuel to Union Oil Co.’s 
exploratory well, Sansinena 18, near Whittier, Calif. 


gines (320 horsepower each) on 
the draw-works and rotary table, a 
large V-12 Le Roi on the mud 
pump, and a Waukesha Model 16BZ 
for the light plant. With 640 horse- 
power available at the draw-works, 
this outfit has drilled to 6700 feet, 
and could go down a few hundred 
feet farther. This drill rig uses 
nearly 400 gallons of LP-Gas per 
day—a nice account under any cir- 
cumstances. It has sufficient stor- 
age to take 3000 gallons at a de- 
livery, which is very nice business 
for the supplier. 

The light plant is necessary in 
all cases to permit continuous op- 
eration 24 hours a day. With ter- 
rifically high investment and over- 
head which is unavoidable in drill- 
ing deep holes, the work does not 
stop except in case of a breakdown, 
and breakdowns are very expen- 
sive. 

There has been a recent trend to 
operate on LP-Gas in some fields, 
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even though natural gas is avail- 
able at a cost somewhat lower than 
that of the liquefied product. There 
are a number of factors to be con- 
sidered in arriving at such a de 
cision, aside from the dollars and 
cents cost of the fuel. In fields not 
controlled by a single company, 
drilling is competitive. Oil mi- 
grates in the pool. If one operator 
gets a well in production ahead of 
his neighbors, some of their oil 
flows over to his well. 

To protect their rights it is nec- 
essary for everybody in the pool to 
get their wells in quickly. A few 
extra dollars spent for a fuel which 
does not require them to wait while 
scarce pipe is located and installed, 
and which gives more power and 
permits faster operation, can re 
sult in a very great saving of oil 
merely by getting the well in pro 
duction a few days sooner. 

The field recently drilled around 
Placeritas Canyon, near Newhall, 
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Calif., is a case of this kind. Since 
the land was individually owned in 
small tracts, and leases were held 
by a number of concerns, a race for 
production developed. Most of the 
drilling was done with portable 
rigs using LP-Gas, to get the wells 
completed in a hurry. As the wells 
were brought in, the drill towers 
were lowered and the equipment 
hauled to other locations. 

Where drilling has been finished 
it does not even look like an oil 
field, as there is nothing above 
ground but the pump jacks and re- 
ceiving tanks. Some of the pump 
engines were put to work on LP- 
Gas without waiting to connect up 
with the natural gas which was 
fowing in the field. 

From every indication that can 
now be seen, the use of LP-Gas in 
drilling for oil is due for a big in- 
crease. Wildcatting is just a “natu- 
ral” for it, and it is likely that 
more and more drilling in estab- 
lished fields will utilize it as its ad- 
vantages become a matter of more 
general experience. 


The fittings on this 

mobile tank are re- 

cessed to avoid injury 

in ease of accident 
to truck. 
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American's Mobile Tanks 
Are Recessed for Safety 


New tanks with recessed fittings 
have been designed by American Pipe 
& Steel Corp., Alhambra, Calif., as 
mobile units for use on trucks and 
construction equipment to eliminate 
the hazard of valves being broken off 
by collision, thus eliminating the pos- 
sibility of attendant fire hazard. 

The American mobile safety tank is 
built for 200 lbs. working pressure, 
ASME Code Paragraph U-69. The 
safety valve fitting is 250 lbs., per- 
mitting the use of all LP-Gas under 
all normal temperature conditions. 

The unit is equipped with the fol- 
lowing fittings: 1144 in. filler valve 
with double check; % in. vapor return 
value with excess float check; % in. 
liqui withdrawal valve with excess 
float check; % in. vapor withdrawal 
valve with excess float check; 10% 
outage valve; rotary gauge, and 


NBFU-rated safety valve. 

All fittings are recessed inside of 
tank in a heavy steel forging and 
protected by a heavy cover plate. 
Means are provided for protecting 
fuel lines against breakage. Safety is 
the paramount feature in the design. 
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Heavy Grades Negotiated 
With Converted International 


With over 55,000 operating miles 
to“its credit, this KB-8 International 
has proved that engines operating on 
butane or propane are economical, 
powerful and efficient. 

Converted to LP-Gas when new, in 
August, 1948, this unit has been used 
continuously since that time by the 
owner—Atlanta Lumber Co., Atlanta, 
Texas, Mr. P. J. Grogan is owner of 
the company. Another truck owned 
by Mr. Grogan is on butane. 

A booster for butane operation, 
Mr. Grogan states that his new In- 
ternational is getting almost seven 
miles to the gallon on liquefied pe- 
troleum gas and has done this con- 
sistently since it was new. 

Installation of the LP-Gas_ units 
on Atlanta Lumber Co. trucks was 
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shis load of lumber has some steep grades to climb but the butane burning engine 
takes them smoothly. Location is Atlanta, Texas. 





done by W. W. Dick, butane carbure- 
tion specialist of Shreveport, La. 
In discussing the International, Mr. 
Dick pointed out that it still has the 
original factory head and manifold. 
He says the power is good. Proof of 
this is the illustration which shows 
the truck loaded with 28,000 ft. of 
lumber, approximately 70,000 lbs. 
This load was pulled on some of the 
hardest grades in east Texas without 
trouble. 


Prize Winners Number 87 
In "Court of Flame" Contest 


The first quarterly winners of the 
“Court of Flame” gas water heater 
contest being conducted by Gas Ap 
pliance Manufacturers Assn. were al- 
nounced recently. The first quartet 
ended April 12. Top prize was wo 
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by G. P. Tompkins, Tonawanda, N.Y. 

According to the sales promotion 
committee, gas water heater division, 
GAMA, 87 winners were awarded 
prizes in the form of U.S. savings 
bonds ranging from $300 to $25 in 
each of six regional groups, with 10 
men to the group. Duplicate prizes 
were awarded when ties occurred. 

Stanley C. Gorman, director of the 
national water heater sales campaign, 
says the contest was very close and 
“if you were one of those contestants 
who just missed winning one of the 
prizes your chance of winning other 
“prizes is still excellent. Remember, 
the quarterly tags are cumulative and 
your efforts in the first quarter count 
toward the national prizes and two 
super Buick sedans.” 





Florida Firm Moves 
Into New, Expanded Quarters 


Construction was completed recent- 
ly on a new building of the Gas En- 
gineering Co., Daytona Beach, Fla., 
which houses storage space, sales 
rooms, offices and service and repair 
shops. 

The modern, two-story building has 
11,000 sq. ft. of floor space, large 
enough to take care of the expanding 
business of F. D. Wills, president, 
and his sons, Frederick and David H. 
The sons supervise the sales and 
service departments of the company. 

Gas Engineering distributes “Pyro- 
fax Gas” and appliances. The bottled 
gas systems are stored in an adja- 
cent structure. 








Picture shows one of 56 huge liquefied petroleum products storage tanks being shipped by 

McNamar Boiler & Tank Co., Tulsa, to the Plymouth Oil Co. plant at Rankin, Texas. 

Each of the 56 tanks is 107.6 feet long and 10.6 feet in diameter. Each vessel is con- 

structed of steel one inch thick and weighs 147,728 pounds. Three railroad flat cars 
required to ship one tank. 
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Cylinder Valves 


Selwyn-Landers Co., 4709 East 
Washington Blvd., Los Angeles. 


Model: Service Valve No. 1434 and 
Cylinder Valve No. 1534. 

Application: LP-Gas cylinder and 
service shutoff valves. 


Description: Fast filling and dis- 
charge capacities are obtained 
through use of a 5/16 in. diameter 
port, together with a large seat open- 
ing. This extra large seat opening is 
made possible by a positive high life 
feature of the seat itself. 

An “O” ring seal of synthetic rub- 
ber, compounded for LP-Gas, pro- 
vides an effective and modern method 
of sealing against leakage. This seal- 
ing method makes possible the com- 
plete range of pressures and tem- 
peratures which may be encountered. 

A pop-type safety relief valve on 
the cylinder valves is designed with 
an area of .117 sq. in. The safety 
valve seat, of synthetic rubber, is 
held in position by special construc- 
tion which eliminates the possibility 
of a blow-out. 

Both service and cylinder valves are 
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built with forged brass bodies with 
ample wrench pads to prevent dis- 
tortion of valve body when being in- 
serted into tank. Inlet connection is 
3/4 in. NPT. Outlet connection is 
POL female left hand thread. 


Heater 


Tennessee Enamel Manufacturing 
Co., Nashville, Tenn. 


Model: Temco. 

Description: Temco has _ replaced 
conventional mica fronts on radiant 
models with Pyrex glass. The heaters 
are finished in porcelain enamel. The 
finish, not affected by heat, makes 
possible the use of unusually small 
cabinets. 

The unvented line of heaters is 
made up of three radiant models: 12,- 
000, 20,000, and 30,000 Btu capacities. 
The non-radiant circulators consist of 
units having 20,000 and 30,000 Btu 
ratings. There is one vented model in 
this new group which is rated at 12,- 
000 Btu. 
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Domestic Range 


Perfection Stove Co., 
Ohio. 


Cleveland, 


Description: This is the first gas 
range manufactured by Perfection. 
For 61 years this firm has manufac- 
tured only kerosene ranges and cook 
stoves. 

Featured in this new range is a 
“Flavor-Lock No-Turn” broiler which 
broils meat on both sides at the same 
time, sealing in natural meat juices 
and flavor and reducing meat shrink- 
age during cooking. 

Surface burners are of stainless 
steel and were designed for efficient 
operation and easy removal and re- 
Placement. They require no adjusting 
because adjustable parts, orifices and 
mixing chambers are fastened inside 
the range and do not come out with 
the burner. The three sizes of bur- 
ners—12,000, 9000 and 6500 Btu—can 
be placed where the housewife wants 
them at the time of installation. 

Acid-resistant, scratch-resistant, ti- 
tanium porcelain enamel is used, to- 
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gether with speckled blue porcelain. 
Snap-out rack guides simplify clean- 
ing oven and broiler. The broiler can 
be converted to a bake oven by slid- 
ing a panel over the broiler burner. 
Both oven and broiler have “Tele- 
vue” windows with interior lighting. 

Other features include separate au- 
tomatic heat controls for oven and 
broiler; safety-lock valves; electric 
cutlet on control panel; storage draw- 
er below broiler; and divided top 
burner arrangement giving ample 
working space. 


Floor Furnace 


Payne Furnace Div., Affiliated Gas 
Equipment, Inc., 336 N. Foothill Rd., 
Beverly Hills, Calif. 

Model: “Compact.” 

Application. Domestic installations. 

Description: Many new features 
have been incorporated in this new 
Payne floor furnace, which is avail- 
able either with a flat floor grille or 
as a duplex register model. Both are 
offered in four sizes ranging from 
30,000 to 75,000 Btu input capacities. 
Furnaces can be used singly or in 
multiples to meet varied heating re- 
quirements or “zoned” planning. 

The need of a pit is eliminated due 
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to the short under-floor depth, 23% 
in. All servicing and cleaning opera- 
tions can be done from above the 
floor. The inner casing is removable. 

Greater motive force for rapid heat 
circulation is possible due to its great- 
er ratio of primary heating surface. 
This results in a degree of uniform, 
economical heating usually available 
only with the basement-type gravity 
furnaces. 

Protection against flood is provid- 
ed by the Compact’s water-tight low- 
er casing which, if flood water rises 
above it, can be drained. 

A sectional-type, die-formed heat- 
ing element _ provides’ greater 
strength, rigidity and absorption of 
expansion strains. It is guaranteed 
for 10 years against rust-out or burn- 
out. All joints are welded. 

Other features include gas-tight 
flame observation windows; lighting 
door for lighting pilot with floor 
grille left in place; insulated inner 
casing; a single key manual valve for 
controlling pilot and main burners. 
The control has a safety lock which 
prevents opening main burner valve 
before pilot is turned on. 

The heel-proof floor grille is made 
with 14-gauge round edge bars with 
brazed and welded corners. It is fin- 
ished with heat-resisting baked en- 
amel which will not darken with us- 
age. 

Built to AGA specifications, the 
Payne Compact floor furnaces are ap- 
proved for use with LP-Gas, natural 
and manufactured gases. 


Tandem Axle 


Butler Manufacturing Co., 7400 E. 
13th St., Kansas City, Mo. 


Model: Butler NeWay Tandem. 


Description: This new axle is an 
exclusive feature of Butler tandem 
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transports and was developed orig- 
inally for tandem operations in the 
logging country. 

Simple construction is featured 
with no lubrication points—all wear- 
ing parts are bushed in rubber. New 
low maintenance cost and less tire 
wear are claimed. 

Tip-cver action has been eliminat- * 
ed. Two-stage springing is used to 
assure a soft, easy ride with full or 
empty tank. 


Utility Heaters 


Inland Steel Container Co., 325 N. 
Cortez St., New Orleans, La. 


Model: Nos. 112 and 108 Comfort- 
eers. 

Application: Suitable for installa- 
tion in bathrooms, nurseries, laundry 
rooms, kitchens, etc. 


Description: Constructed of steel, 
these heaters have sturdy, single piece 
cast-iron burners with raised ports. 
They are designed to provide quick, 
safe heat and can be used with any 
type of gas. The proper orifice insert- 
ed in the brass valve automatically 
maintains the proper flow of gas, 
eliminating need for special adjust- 
ments. 

Outside dimensions of the direct- 
type, unvented circulators are: 7 in. 
deep by 11 in. wide by 13% in. high. 
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However, No. 112 has a larger burner 
and a white, porcelain enamel out- 
side finish. Its input rating is 12,000 
Btu per hour. 

Model No. 108 has an input rating 
of 8000 Btu per hour and is finished 
in white “Hi-Bake”’ enamel. Large 
volumes of heat are allowed to circu- 
late due to the large size cabinets of 
both Comforteer utility heaters. 


Wall Heater 


Holly Manufacturing Co., 875 S. 
Arroyo Parkway, Pasadena, Calif. 

Model: Dual 25. 

Application: This new dual wall 
heater has been designed for low- 
cost housing installations. 

Description: This 25,000 Btu input 
heater fits in a standard 4 in. wall 
with studs of 16 in. centers. Rough-in 
dimensions are 14 in. by 50% in. 
AGA-approved, it is adaptable to use 
with natural, manufactured or LP- 
Gas. 

The heater is vented and uses the 
circulating-type heat for uniform 


warmth. It mounts off the floor to 
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prevent interference with floor cov- 
erings andcleaning. A return air inlet 
in a hidden duct under the wall panel 











is provided which draws the cool air 
off the floor. 

The heating element is enclosed be- 
hind the wall panel which, it is said, 
remains cool. 


Commercial Range 


G. S. Blodgett Co., Inc., 50 Lake- 
side Ave., Burlington, Vt. 


Model: “Pyrastove.” 


Application: A radically new gas- 
fired stove for use in bakeries, con- 
fectioneries, hotels, restaurants, fac- 
tory and industrial application was 
announced as ready for distribution 
on July 1 by the century-old G. S%. 
Blodgett Co., Inc. of Burlington, Ver- 
mont. The company has, up to the 
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IT’S NEW! IT’S HERE! 


PYRASTOVE 


a BLODGETT ES 








Generations of bakers, food processors and 

factory men have been waiting for the flexibility, 

speed, durability, appearance and space- 

saving that have been built into this new, 18- 

month field-tested stove! 

24” high .... 221” square 

10-gauge steel body, with adjustable legs 

A machined steel top, 30% faster heating 
- 12” - 16” openings 

New, high-low universal 3-ring burner 

New, highly efficient combustion and heat 

distribution system 


Conceived, designed and built by Blodgett! 


Rocket speed for fast or heavy boiling jobs.* 
A whisper of warmth for the most delicate 
cookery. And any temperature range between. 
Compact, trim, clean. 


"Normal input senate Biv. Designed to carry up to 130,000 


Bru., if n 
Write for Folder! 


GS. BIODGETT. C0. 


50 LAKESIDE AVENUE, BURLINGTON, VERMONT 
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present, been exclusively engaged in 
the production of Blodgett ovens. 


Description: Before deciding upon 
the production date, 12 pilot models 
were installed in as many different 





The new Biodgett “Pyrastove.” 


7] 


applications in Burlington, Boston, 
New Haven, New York, Chicago, Mil- 
waukee and Los Angeles for more 
than a year of strenuous field testing. 

Features claimed for the new 
stove are a 24 in. high, square, 
streamlined body of heavy steel; a 
two-ring and lid, 22% in. square, 
%4 in. thick machined steel top; a 
welded steel, three-ring burner with 
more than 400 stainless steel burner 
port tips; a stainless steel heat dis- 
tributor; a constant burning pilot 
and adjustable legs. The burner, a 
high speed design, is of the so-called 
“universal” type, usable with all 
gases, requiring only an_ orifice 
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change for high Btu gases. 

To facilitate ease in cleaning the 
top, heat distributor, burners, liner 
and drip tray can be removed from 
the body of the stove in one minute, 


Cylinder Vise 


Mutual Liquid Gas Equipment Co., 
Inc., 3600 W. Imperial Highway, 
Inglewood, Calif. 


Application: For valving LP-Gas 
cylinders quickly, economically, and 
safely. 


Description: This versatile, adjust- 
able cylinder vise saves many hours 
by holding cylinders firmly and se- 
curely during valving operations. It 
accommodates cylinders from 10 in. 





to 15 in. in diameter by use of sim- 
ple, adjustable adaptors. A remov- 
able shelf fits in place to accommo- 
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date short cylinders. This operation 
can be done quickly and easily. It 
is of all steel construction. Height, 
40 in. Width, 18% in. Weight, 48 lbs. 
When ordering specify size of cylin- 
ders to be handled so that correct 
adaptor grips can be supplied. 


Warm Air Conditioning Units 


Jones & Brown, Inc., 439 6th Ave., 
Pittsburgh, Pa. 


Model: Ko-Z-Aire Series 100. 


Application: For installation in 
homes of small to medium size. 

Description: This unit has, as 
standard equipment, steel heating ele- 
ment; hammerloid finish jacket; blow- 
er, belt and pulley; rubber mounted 
motor with safety overload; filters; 
fan and limit switch; automatic hu- 
midifier, tubes and fittings; Minne- 
apolis-Honeywell controls; AGA-ap- 
proved burner; flue restrictor; draft 
diverter; and main gas shutoff valve. 

Due to the large radiating surface, 
quicker pick-up and faster heating 
of living space is provided. The over- 
size filters keep air free of dust, dirt 
and pollen while the large blower 









JULY — 1949 








gives greater volume of warm or 
cool air. 

Series 100 dimensions: 28 in. wide x 
47% in. high; length 67 in. Heating 
delivery is 90,000 Btu’s. 





Propane Cylinder 


Harrisburg Steel Corp., Harrisburg, 
Pa. 


Model: “Lite-Weight.” 

Description: The cylinders, of 100- 
lb. capacity, are made of a special 
high tensile strength alloy steel to 
ICC specification 4BA-240. With a 
tare weight of 72 lbs., the cylinders 
are supplied in any quantity desired, 
with or without pressed steel caps, 
and with valve inserted if the cus- 
tomer desires. 

Advantages claimed are less weight 
on trucks when transporting; easier 
moving in, out and around ware~ 
houses and filling plants; superior 
corrosion resistance; easier sliding on 
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and off trucks due to smooth-side 
construction; and uniform thickness 
throughout. 


Positive-Displacement Meters 
Ralph N. Brodie Co., Inc., 953 61 
St., Oakland, Calif. 
Model: Bi-Rotor Meters. 
Description: A completely new line, 
these petroleum meters embody many 





new features. Among them is a read- 
ily interchangeable measuring unit 
assembly, comprised of two fully syn- 
chronized helical rotors which rotate 
freely in complete static and dynamic 
balance under all operating condi- 
tions. 

The new all-steel meters have no 
reciprocating parts and no metal-to- 
metal contacts of the spiral surfaces 
of the rotors, thus virtually eliminat- 
ing friction and wear. Operation is 
under the true-rotary principle. 
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Panel Heater 


Bryant Heater Division, Affiliated 
Gas Equipment, Inc., 1020 London 
Rd., Cleveland, Ohio. 


Model: Radiant Panel. 


Application: Designed for tourist 
cabin installation. 


Description: The heater is made to 
fit snugly into the wall, and provides 
double action heat. First, by emit- 
ting rays of radiant heat; then 
through circulation of warm air. 

A “ruffled” porcelain enamel front 
increases its radiating capacity. The 
heat exchanger is separated from the 
wall and cabinet front by multiple 
air spaces for both increased effi- 
ciency and safety. 

The heater is only 5% in. thick, 
requires minimum floor space. It is 
manufactured in three sizes: 15,000, 





20,000, and 25,000 Btu’s per hour. 
The two smaller sizes burn LP-Gas 
as well as natural, manufactured 
and mixed gases. All models are in 
baked-on ivory enamel. 
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IN A SERIES 
DISCUSSING 
THE MOST EFFECTIVE 
SERVICE RANGE 


SMITH 


PRECISION 


Rulane - Propane 
‘PUMPS 








MODEL 


MC-1044H 


RATED TRANSFER CAPACITY 
35 GPM AT 1800 RPM 


Model MC-1044H is designed for use 
in the smaller bulk plants where most 
of the service is filling 1007 cylinders, 
but where the pump will also be used 
to transfer in and out of storage. 




















A3 HP motor has sufficient power to drive this pump to 75 
psi differential pressure. 3 HP motors are readily obtainable 
in both the 3 phase and single phase types. Larger motors 
for single phase current are hard to get and are not always 
satisfactory. Therefore, when only single phase current is 
available, an MC-1044H pump may be a better selection than 
the larger MC2, which requires a 5 HP motor for the same 
high bottling pressures. 

When powered by a 3 HP motor, the MC-1044H pump is 
capable of filling up to five cylinders simultaneously on a 
manifold in from 3 to 4 minutes. It will unload tank cars 
and truck transports at 35 GPM, when properly installed. 
A2 HP motor has ample power to drive the pump in loading 
and unloading service. 


SMITH 


Model MC-1044H, as well as all other 
pumps in the Smith Precision line, is 
equipped with our exclusive leakproof 
self-adjusting packing that requires no 
lubrication or servicing of any kind. 
This saves money by greatly reducing 
product loss and labor expcnse. 

13 models of Smith Pumps come in a 
range of capacities from 20 to 150 
GPM, for truck and bulk plant service. 
Write for further information. 


PRECISION PRODUCTS COMPANY 


1135 MISSION ST., SOUTH PASADENA, CALIF. « PHONE PYRAMID 12293 
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THE TRADE 





Full AGA approval for operation 
of the “South Wind” Model 988 space 
heater with LP-Gases has been re- 
ceived by the South Wind division of 
Stewart-Warner Corp. in Chicago. 

A special burner for use with lique- 
fied petroleum gases has been devel- 
oped by Stewart-Warner, and the 
Model 988, when so equipped, “com- 
plies fully with approval require- 
ments,” W. E. Judd, sales manager of 
South Wind domestic heating equip- 
ment, has been notified by the Ameri- 
can Gas Association. 


The product service division of the 
A. O. Smith Corp. held an open house 
recently at its new plant in Union, 


N. J. The event formalized the loca- 
tion of Eastern A. O. Smith customer 
service operations at the specially de- 
signed Union plant. Onginally, the 
branch was in Newark. 

From the Union plant, A. O. Smith 
serves its Eastern customers from 
Maine to Florida. C. L. Tracey heads 
A. O. Smith’s product service branch 
in Union. The division nationally is 
headed by J. J. Bohmrich. 


Dennis J. Moreland, Dallas Tank 
Co., has just been presented a certi- 
ficate of membership and an award 
by the Wise Owl Club of America, 
National Society for the Prevention 
of Blindness. Mr. Moreland is the 





These men attended the A. O. Smith Corp. open house at new plant in Union, N. J.: 
W. Harper, William Holmes, J. J. Bohmrich and R. J. Shephard. Mr. Holmes is with 
Suburban Propane Gas Co., the others with A. O. Smith. 
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In order to enlarge its laboratory and service facilities, and to provide space for its 

newly acquired Rensselaer Valve Co. Div., Neptune Meter Co. this month moved its 

Chicago branch from 130 N. Jefferson St., to this modern building at 4048 West Taylor 
St., Chicago, it is announced by John H. Ballantine, president. 


first individual in the state of Texas 
to receive this award. Only men and 
women who have been saved from 
blindness in an accident because 
they were wearing safety goggles 
are eligible for membership. In 
1948 Mr. Moreland’s goggles were 
shattered in a shop accident but his 
vision was saved. 


In an effort to develop new markets 
for LP-Gas, which his company feels 
is essential, E. J. Athens, Athens 
Petroleum Corp., Tulsa, has appoint- 
ed Dean Moss to specialize in the 
sale of this fuel, entirely through 
dealers, to fleet truck operators and 
to farmers for trucks and tractors and 
stationary engines. 

Mr. Moss is a graduate engineer 
with approximately eight years of 
corporation experience. He has had 
experience in automotive carburetion. 

Working through dealers he dem- 
onstrates to fleet operators and farm- 
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ers the benefits to be derived from 
using LP-Gas. With headquarters at 
the Tulsa office, Mr. Moss has recent- 
ly been working in the Southeast. 


Oscar C. Palm- 
er, owner - presi- 
dent of Palmer 
M anu facturing 
Corp., Phoenix, 
Ariz., has an- 
nounced the re- 
cent purchase of 
the Pacific and 
Superior Heating 
Divisions of the 
Naco Manufac- 
turing Corp., of 
Los Angeles, a 
subsidiary of the Grace Steamship 
Lines. 

Over $600,000 was expended by 
Naco during the last two years in 
design and extensive tooling to pro- 
duce shallow ultra-modern floor fur- 


0. C. PALMER 
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Use the Newest... Use the Best 
Use the Safest ..... Honeywell 
Electronic Control for Commercial 





Gas Burners 


ELIMINATE THE RISK of hazard from improper ignition or flame failure by 
using Honeywell Electronic Safe-Guard Systems. 


. With these completely new controls, pilot and main burner flames are 
used as connecting links in the electric control circuit. Flame failure 
breaks the link and safety shut-down occurs within a fraction of a second. 


Neither parts failure nor short circuits can produce a false safety signal 
—Honeywell’s new systems are actuated by nothing but a gas flame. 


~ Assemblies are available for standing or electric ignited 
pilots and for semi or full automatic operations. Use the 
” newest and the best—use Honeywell Electronic Combustion 
PX2 WPS Safe-Guard Systems. Minneapolis-Honeywell, Minneapolis 8, 
Cor Va = Minnesota. In Canada: Leaside, Toronto 17, Ontario. 


PROVIDES 


M0 Be Eee “oO t,t $s 
SEQUENCE CONTROL 
SPLIT SECOND FLAME PROTECTION Orie y AY Vi ’ 
FAIL-SAFE OPERATION 
ON TRO Ri SVvVvSTEmMS 





BUTANE-PROPANE News 








al 








ews 








Tru-Flame Gas Co., Waco, Texas, purchased this 5000-gallon transport. 


naces, console models, duct heaters 
and unit ceiling heaters — all gas- 
fired. 

Mr. Palmer states that his firm 
will manufacture the “Pacific” and 
“Superior” heating equipment from 
the same dies, patterns and tooling 
developed by Naco. 


Word has been received regarding 
a change in name of the Hixson- 
O’Donnell Advertising Agency. The 
new name is Morey, Humm & John- 
stone, Inc. 

The change is in name only and 
does not include changes in person- 
nel, service or location of offices. 
Main office is located in the Empire 
State Bldg., New York City. 


George L. Mitsch has been appoint- 
ed plant manager at the St. Louis 
foundry of the American Car and 
Foundry Co., according to an an- 
nouncement by R. W. Ward, vice 
president in charge of production. 
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The first 5000-gallon, twin-barrel, 
propane transport truck tank to be 
fabricated at General Steel Products 
Co., 919 West Commerce St., Dallas, 
Texas, left this company’s yard in 
May to be delivered to the Tru-Flame 
Gas Co. in Waco, Texas. It weighs 
approximately 20,175 Ibs. 

It was ordered for manufacture by 
Ed Gummelt, Jr., of the Tru-Flame 
Gas Co. as further insurance against 
gas shortages to homes and _ busi- 
nesses using liquefied petroleum 
gases. The Tru-Flame Gas Co. is 
adding more transport capacity to 
their line of truck tanks to make 
certain of having on hand a ade- 
quate supply of LP-Gases for their 
entire vicinity the year around. 

General Steel Products Co. opened 
its doors and began production of 
LP-Gas systems and truck tanks last 
February. Over 400 domestic sys- 
tems and several truck tanks were 
made at their new plant since pro- 
duction began. The company is 
jointly owned and operated by Albert 
D. White, and Bruce A. Tankel, 
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both men well known to the LP-Gas 
industry. The plant building, cover- 
ing one-quarter of a block, is well 
equipped with machinery to fabri- 
cate all types of pressure vessels. 


H. W. Camp, manager, refining di- 
vision, Cities Service Oil Co. (Del.), 
has announced the appointment of 
W. T. Cravens as assistant general 
superintendent of the refining di- 
vision. He will act as assistant to 
Lee Haugen, who is general super- 
intendent in direct charge of all re- 
finery operations. 

Mr. Cravens has been with the 
Cities Service companies for the past 
12 years. 


Shell Oil Co., Inc., New York, has 
announced the appointment of Dr. 
R. T. Goodwin as manager of its 
special products department, from 
which position he will direct the LP- 
Gas operations. 

Formerly manager of Shell’s avia- 
tion department, Dr. Goodwin suc- 
ceeds R. S. Mitchell, who now heads 
the St. Louis marketing division of 
Shell Oil. 





Armstrong Products Co. began 
operation in 1899, making this year 
its 50th in business. The Hunting- 
ton, W. Va., firm 
was organized by 


Charles Arn- 
strong. 

In 1931, gas 
heaters were 


added to a long 
list of products 
manufactured by 
the company. The 
line includes 
radiant and cir- 
culating heaters, 

Officers of the 
company include: 
H. K. Dalton, 
president; L. O. Reese, vice president 
and general manager; R. F. Knight, 
treasurer; H. D. Peck, secretary and 
production manager; and H. M. 
Jones, assistant secretary and chief 
engineer. 


L. O. REESE 


To meet changing conditions, Crib- 
ben & Sexton, manufacturers of 
“Universal” gas ranges, have created 





Armstrong Products Co. plant in Huntington, W. Va. 
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LIGHTEST WEIGHT, HIGHEST 
QUALITY CONSTRUCTION MAKES 
CGC CYLINDERS YOUR BEST BUY 


The way CGC cylinders are built assures 
you of a light-weight two-piece cylinder 
unmatched in strength and performance, 
with only ounces variation in tare weights 
from one cylinder to another. 

This quality, light-weight construction 
means better cylinders for longer lasting, 
low cost service...you save time, energy, 
and money every time you handle them. 
And with these advantages wherever you 
are...in Maine, Louisiana, or Montana... 
CGC prices are competitive. 


Write us for complete information. 





NY 


COMPRESSED GAS CYLINDERS, Inc. 
2909 EAST 54TH STREET * LOS ANGELES 11 
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JOHNSON 


Industrial Burners 


Direct Jet Autoblast 
Bunsen Burners 
Type ea? 


The most efficient and eco- 
nomical atmospheric burn- 
ers made. Fitted with John- . 
son patented direct jet 
orifice regulator for accu- 
rate and easy adjustment. 
Use singly or mount in 
gangs on straight or circu- 
lar cores. For heating melt- 
ing pots, candy, lard, soda 
and other caldrons; for tin- 
ning baths, heat treating, 
etc. Equipped with shut- 
off valve and pilot light 


No. 6— 9,000 B.T.U.'s 
No. 5—13,000 B.T.U.'s 
No. 14—26,000 B.T.U.'s 















Atmospheric Ring Burners 
Series 60BCD 





These burners are made up of independ- 
ently controlled ring burners which can 
be used single, in pairs or triple. Gas 
consumption—1 73,900 B.T.U.'s per hour. 
15" diameter, 64/4" high, 19'/2" to center 
of manifold connection. 


Write for Free Catalog de- 
scribing all JOHNSON Burn- 
ers, Torches, Valves, Furnaces 
and Blowers. 


Johnson Gas Appliance Co. 


597 B Avenue N.W., Cedar Rapids, lowa 
LS LE) TT | 





150 





a new department of marketing re- 
search and added to their sales pro- 
motion department. 

James Doyle comes to them from 
Armour & Company, where he was 
market research analyst. He is a 
member of the American Marketing 
Assn. 

Bernard Kewin will assist John J. 
Brandt in sales promotion and _ pub- 
lic relations. He has had 10 years 
promotional experience with appli- 


ances in utilities, and came to Crib- 
ben & Sexton from Servel. 





E. S. CARLEY A. B. WILLIAMS 


Announcement 
is made by 
Anchor Petro- 
leum Co. through 
president W. A. 
Baden that Paul 
E. Smith has re- 
signed as a di- 
rector and officer 
of the corpora- 
tion, and _ these 
new officials were 
elected: A. B. 
Williams and E. 
S. Carley, vice presidents, with 
Charles J. Denton as director and 
secretary and assistant treasurer, 
and Doris M. Owens as assistant sec- 
retary. 





Cc. J. DENTON 
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LUBBOCK MACHINE COMPANY 
has in stock practically every ifem you 
need in the LP Gas Industry, including 

* HAND POWERED LPG PUMPS, RONEY 
COMPRESSORS, COMPLETE PUMPING 
COPPER TUBING SYSTEMS, TRUCK POWER TAKE-OFFS, 


BOTTLE FILLING 
PUMP WITH MOTOR 





and PROPANE HOSE, from '2" to 3 
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LUBBOCK, TEXAS 
PH. 6006 BOX 1138 


LUBBOCK MACHINE CO., INC 
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Revolutionary New 
Streamlined Design Of 


Mutual FURNACES 


means 




































7 revolutionary 
new profits 


for you! 


New, efficient, lightweight design is 
-making Mutual furnaces even more 
popular with plumbers, tinsmiths and 
all craftsmen who need quick, concen- 
trated heat. Easy to sell, easy to serv- 
ice Mutual equipment provides sub- 
stantial year-round profits for you. 
Satisfaction guaranteed. Order today. 
Illustrated above: New — streamlined 
Mutual Plumbers' Furnace No. 2 is an 
efficient, lightweight, lead-melting unit 
that speeds the job .. . saves time 
and work. 





LIQUID GAS EQUIPMENT CO., Inc. 


3600 W. Imperial Highway, Inglewood, Calif. 








In a joint statement, W. A. Baden 
and Paul R. Smith, president and 
vice president, respectively, of 
Anchor Petroleum Co., have an- 
nounced the acquisition by Anchor 
Petroleum Co. of Mr. Smith’s stock 
interest in that company. At the 
same time they announce that Mr, 
Smith and associates have acquired 
from Anchor Petroleum Co. 100% of 
the capital stock of Anco Manufac- 
turing and Supply Co. 

Both Anchor Petroleum Co. and 
Anco Manufacturing and Supply Co. 
are major companies in their respec- 
tive fields; Anchor as a supplier of 
liquefied petroleum gases and other 
petroleum products, and Anco Manu- 
facturing and Supply Co. as a sup- 
plier of equipment and appliances 
used in the liquefied petroleum gas 
industry. 


New headquarters for Delta Tank 
Maunfacturing Co., Inc., are in the 
International 


Trade Mart, Baton 
Rouge, La., ac- 
cording to a re- 
cent announce- 
ment from H. S. 
Phillips, presi- 
dent of the com- 
pany. Leo Fran- 
ques, Jr., newly 
appointed sales 
manager, export 
division, is_ in 
charge of the 
combined sales 
and display offi- 
ces. 

In making the 
announcement, Mr. Phillips said “We 
have been shipping LP-Gas storage 
tanks and ICC cylinders to foreign 
customers for some time and _ the 
opening of this office is symbolic of 
continued expansion into Latin 
American and other distant markets.” 


LEO FRANQUES, Jr. 
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‘NO OTHER RESTAURANT RANGE 


NOT ONE- 

DOES THE JOB 
fe LIKE GARLAND 
THE LEADER! 


Garland gives you 





Garland gives you 


An exclusive 
Garland feature. Front fired burners with 
ceramics under them! High heats at the 
front with rec eding heats toward the 
rear. Many heats on the same top at 
the same time 


spEED FLEXiBIelt Y 


and 






eCONOM™. ag LONG ole 


You make up your 
own cooking top— specifying the exact 
arrangement of open grate, hot top * 
and griddle sections you need. 


and 


Always—you will find one good reason why the 
leader is out in front. Always you will find that 
the reason is GREATER VALUE. What better evi- 
dence that your choice should be—GARLAND, 





All Garland dels are ilable in stainl 


a 
steel and opens for use with manufactured, 
natural or L-P gases. 





GARLAND 3 <02"%. 


Heavy Duty Ranges * Restaurant Ranges * Broilers + Deep Fat Fryers * Toasters 
Roasting Ovens * Griddles * Counter Griddles 


PRODUCTS OF DETROIT-MICHIGAN STOVE CO., DETROIT 31, MICHIGAN 


REG. U, 5. PAT. OFF, $ 
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BASALT ENGINEERED 
PROPANE 
Db Oe 


Convenient controls 
please users, save YOU 


money! 


@ All valves, fittings, including lift- 
ing lug and connections are now 
conveniently on top and under 
" hinged cover of Basalt Propane 
Storage Systems. This means fast- 
er, easier servicing by your drivers 
...saves their time...saves money 
for you! Added customer satisfac- 
tion is yours, too...with Basalt En- 
gineered Propane Systems. 







For full 
information write 
Steel Products Div., 
BASALT ROCK CO., INC.) 
Napa, California 

SEAT eR ke RNR ENR I, 


STEEL PRODUCTS 
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Universal] 
Petroleum Co., of 
Tulsa, announces 
the appointment 


of R. M. (Bob) 
Tudor as_ sales 
promotion man- 
ager. Mr. Tudor 
has been identi- 
fied with the 
LP-Gas and gas 
equipment _busi- 

BOB TUDOR ness for many 
years. 


After leaving Oklahoma university 
was employed by Oklahoma 


he 
Natural Gas as inventory engineer, 
later with Skelly Oil Co. as field en- 
gineer in the Texas panhandle and 
for the past year he has been asso- 
ciated with Frank P. De Larzelere 
Co. which was formed after leaving 


Southern Gas & Equipment Co. 
where he was employed as _ sales 
manager and sales engineer. He is 
well known throughout the Mid- 
Continent area and Southeast terri- 
tory. At Universal Mr. Tudor will 
head up the sales promotion depart- 
ment, advertising and catalog pro- 
gram. 


William R. Egan, of Denver, Colo., 
has been appointed district represen- 
tative for the Janitrol space heating 
division of Surface Combustion Corp., 
Toledo, Ohio. 

The appointment of M. L. Lavorg- 
na, Inc., as distributor for Janitrol 
domestic - commercial heating equip- 
ment in the Wisconsin territory is 
also announced by C. B. Phillips, vice 
president of the company. The organ- 
ization is headed by Mr. Lavorgna, 
a graduate engineer with 17 years 
experience in the heating and air 
conditioning industry. 

M. L. Lavorgna, Inc., will maintain 
headquarters in Milwaukee and plans 
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‘ing Knock out your customers’ water troubles with Micromet. Micromet 
Co. controls corrosion scale and “red water.” Get the extra profits and higher 
ales customer loyalty that Micromet sales bring. 
» is 
fid- Same calls . . . greater profits 
vil You can install the sturdy, simple Micromet Feeders and supply 
wh Micromet for refills on regular calls. 
or 0- 
Better water . . . same taste 

Micromet is a complex phosphate of the type now used in over 700 
lo., municipal systems, but specially designed to be slowly soluble. 
en- 
ing Manufacturers recommend Micromet 
rp. ; . ‘ , 

Large manufacturers of water bearing equipment specify Micromet for 
rg- longer life . . . trouble-free service. Get Micromet* on your truck .. . 
trol give your customers this profitable service . . . become the LP-Gas man 
1ip- they can’t replace. Write for complete details. 
is And don’t forget . . . use Micromet ahead of water softeners where 
vice iron and silt are a problem. Micromet keeps the exchange material clean 
an- and maintains full softener capacity. 
na, 
ars *T. M. Reg. U.S. Pat. Off. 
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Liquefied Petroleum Gas 


Cities Service Oil Co. 
e@ 


A DEPENDABLE SOURCE 
UNIFORM PRODUCTS 
A CAPABLE SUPPLIER 
TWENTY YEARS' EXPERIENCE 


IN LP GAS ALSO 
CITIES SERVICE 
MEANS 
GOOD SERVICE 


CITIES SERVICE 
OIL CO. 
(Del.) 


BARTLESVILLE, OKLA. 


CHICAGO, ILL. 

Other Sales Offices 
Cleveland Kansas City 
St. Paul Toronto 











to establish branch offices in Green 
Bay, Marchfield and Madison, Wis., 
with a complete sales, engineering 
and service staff. 

Concurrent with the announcement 
of Eugene A. Weaver’s leaving Sur- 
face Combustion to establish his own 
business, as manufacturer’s agent on 
Janitrol domestic-commercial equip- 
ment, for the state of Michigan, Mr. 
Phillips stated that the responsibility 
of general sales management of the 
Janitrol divisions—the aircraft-auto- 
motive heating division and the do- 
mestic-commercial heating division— 
would be combined under one _ head 
with sales managers for each of the 
two individual divisions. 

Robin A. Bell has been advanced 
to general sales manager of both di- 
visions. 

Harry C. Curney, Western sales 
manager, domestic-commercial heat- 
ing division, will advance to sales 
manager of this division. 

William J. Grover, marketing direc- 
tor for all sales divisions of Surface 
Combustion, will devote an increased 
portion of his time to market research 
and retail sales planning activities for 
the domestic-commercial heating 
division. 

Russell W. Glenn, of the aircraft- 
automotive division, has been ad- 
vanced to sales administration man- 
ager of the new combined Janitrol 
divisions. 

James W. Ashby, of the aircraft- 
automotive division, will become sales 
manager of this division. He will re- 
main in the Columbus, Ohio, plant 
of the company. 


T. E. Gammage, Sr., announces 
that the Pan American Casualty 
Co., with its home office in Houston, 
Texas, has formally entered the 
state of Oklahoma to do an auto- 
mobile, workmen’s compensation, and 
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“a HERE ARE YOUR SUMMER 
r. 
Les PROFIT MAKERS! 
the DEF-22 Evaporative Cooler Here’s a fast-selling line that will brin 
Fan-Type, 2200 CFM 7 
uto- ype. you cool profits this summer! More and 
do- more L-P dealers are finding that Dear- 
mae born Evaporative Coolers keep their sales 
d up during the hot summer months—bring 
1ea them extra profits between the heater sea- 
the sons. You'll sell Dearborn coolers because 
your customers are familiar with the Dear- 
iced born name—it is their guarantee of qual- 


ity, value and performance, 


Put this outstanding line of Dearborn 




















ales coolers to work for you—get your share 
eat- of the summer sales—put those extra 
7 dollars in your cash register! 
ales DEB-25 & 35 Evaporative Coolers . 
Blower-Type, 2500 and 3500 CFM 
rec- , 2 he NATION 
face / 
ased about? Dearborn 
arch 
for Dearborn coolers will be advertised 
ti throughout the nation with the strong- 
ing est advertising campaign of any cooler on 
the market. Your customers will read about 
-aft- them in the Saturday Evening Post, Better Homes 
& Gardens, Capper’s Farmer and leading farm 
ad- and regional magazines throughout America. 
nan- Backing up the hing national campaign will 
. be free dealer -helps, advertising mats, point of 
trol P' 8 po 
tro sale displays, radio announcements — everythin 
play: rything 
to help you sell more Dearborn coolers. Tie in 
raft- : wP-25 Window Exheusk ian with oe a gr i 
ales 2500 CFM : campaign — get your share of the cooler sales. 
re- 
DEALERS: Write for complete 
lant details on the Dearborn coolers .. 
MAIL THIS COUPON TODAY! 
neces 0) DEARBORN STOVE COMPANY 4 
STOVE COMPAN Y 1700 W. Commerce St., Dept. B-1 i 
Dallas, Texos 
alty 1700 W. COMMERCE ST. © DALLAS, TEXAS i parses Please send me more information about the complete fl 
ston BRANCH OFFICES 1 line of Dearborn coolers. i 
, ’ Chicago, Mlinois San Francisco, California | ae ' 
Kansas City, Missouri Denver, Colorado 
the Omaha, Nebraska Los Angeles, California > susie t 
emphinTernensee Lubbock, Tena } *s t 
uto- Tempe, Florida: New Orleans, Louisiana xia r) 
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general casualty insurance business, 
Mr. Gammage says the company 
will be represented in Oklahoma 
cct through the general agency of Geo. 
E. Fears & Co., owned and operated 
by Geo. E. Fears, of Okiahoma City. 
The Fears Co. is located in the 

20 Tradesmen’s National Bank Bldg. 
Mr. Gammage also advises that the 


@ LIGHTER company feels it will increase its 
facilities also to its Texas agents by 


e STRONGER now being able to do business in the 


bordering state of Oklahoma. The 
& £ company has been doing business in 
LOWEST PRIC New Mexico since the first of the 
year through its state agent, Cliff 
Kealy, located at 516 North 4th St, 
Albuquerque. 


On May 15, his 
25th anniversary 
as advertis- 
ing manager of 
Perfection Stove 
Co., Norman E. 
Olds retired. 

Mr. Olds _ has 
placed approx- 
imately $13,000,- 

000 worth of ad- 
DESIGNED FOR SAFETY ; pany hag 
BUILT FOR SERVICE NORMAN OLDS fection since he 
é 2 arrived in Cleve- 
NOW! A superior quality 5-gallon land to head up the department on 
propane capacity cylinder by CGC. May 15, 1924. Mr. Olds is actually a 
Built to ICC 4B240 specifications. 30-year veteran with Perfection, hav- 


X-Ray controlled welding. Avail- ing served as sales manager of its 
‘ Canadian branch for five years be- 
able with permanent guard or 


: fore becoming advertising manager. 
removable cap. Write us for com- 
plete information. 





Master Tank & Welding Co., Dal- 
las, Texas, recently secured a second 
tank order from a large utility com- 
pany for 200 500-gal. LP-Gas tanks. 
ea iayid Ce OMEGA Dd eMLim | A recent, similar order totaled 1000 

tanks. 
ptiiies anki btciial This company has also recently 
Los Angeles, California added a new division to fabricate 
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“} REZNORS | yOLUME 


In SAL 
There’s more profit for 
you now in selling the na- 
tion’s No. 1 choice of unit 
~ heater. Reznors lead all 
others in sales. There's a 
size for every need. Write 
Ce) amore tod Cores 


REZNOR MANUFACTURING CO. 
4 UNION ST. - MERCER, PENNA. 
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America Swings To 
Dortch Built Stoves 

















Your profits don't have to decrease just 
because the American Housewife is tight- 
ening her pursestrings. This is.your chance 
to sell Mrs. Housewife what she wants ---a 
quality range at a budget price. Your chance 
to cash in on Dortch’s great national adver- 
tising campaign that is pre-selling 20 million 
readers of national magazines. Act now 
while your customers are being pounded 
with ads that feature the famous Dortch 
tradenames --- Royal, Supreme, Dortch and 
Pan-American. 


ORDER FROM YOUR JOBBER OR CONTACT: 


DORTCH._ STOVE, WORKS 


FRANKLIN, TENNESSEE 

















high pressure line pipe. The new 
plant is capable of producing 30 foot 
sections of pipe ranging in_ sizes 
from 10% in. to 30 in. in diameter, 
Carl Casey and Sam O. Weempie 
are partners and owners. Mr. Ween- 
pie is general manager. 


American Liquid Gas Corp. has 
announced that Robert E. Barnes 
has been transferred to the com- 
pany’s main office 
and factory in 
Los Angeles to 
direct the sales 
and service ac- 
tivities of its 
“Algas” carbure- 
tion division. 

Mr. Barnes has 
represented 
American Liquid 
Gas in the east 
and midwest as 
its sales and serv- 
ice representative 
for the past three 
years. Prior to being associated with 
Algas, he was connected with Gen- 
eral Motors Corp. with both the Cad- 
illac division and General Motors 
truck division. 

During the war he was technical 
representative for the Packard Motor 
Car Co. on Rolls-Royce engines used 
in P-40 and P-51 pursuit planes. 

Although he will be located in the 
Los Angeles office, Mr. Barnes will 
direct sales and service nationally. 


ROBT. E. BARNES 


Appointment of two new sales rep- 
resentatives to handle Hewitt me- 
chanical rubber products was al- 
nounced recently by C. W. Mackett, 
manager of sales operations for 
Hewitt Rubber Div., Hewitt-Robins, 
Inc. The new men are Thomas P. 
MeNiesh, who has been assigned to 
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the Los Angeles territory, and Hall 
§. Derkin, who will be located in 
Chicago. 

Mr. MeNiesh, a native of Wiscon- 
sin and a graduate of the University 
of Wisconsin with a degree in me- 
chanical engineering, has been asso- 
ciated with the rubber industry 
since 1938. He will represent Hewitt 
in the oil fields and industrial mar- 
kets. 

Mr. Derkin, a graduate of the Uni- 
versity of Pennsylvania and_ the 
Charles Morris Price School, has 
been in the rubber industry since 
1939. 


Three promotions on the staff of 
Lukens Steel Co., Coatesville, Pa., 
have been announced by Lester M. 
Curtiss, general works manager. Har- 
ry A. Fohl has been named chief 
engineer; Neile H. Jensen has been 
named assistant chief engineer and 
Malcolm B. Antrim has been appoint- 
ed as superintendent of electrical 
maintenance. The promotions are ef- 
fective as of May 1. 

Samuel Wit, who has been a sales 
engineer with Lukenweld, machinery- 
making division of Lukens Steel, as- 
sisting in the New York, Boston and 
Syracuse offices, has been named dis- 
trict manager of sales of Lukens Chi- 
cago office, according to an announce- 
ment by J. Frederic Wiese, vice pres- 
ident in charge of sales. 

J. H. Faunce, Jr., who has been 
manager of the Chicago office, was to 
assume other duties with Lukens 
about July 1 when Mr. Wit will take 
over his work in the Chicago office. 


The Continental Water Heater Co., 
of Los Angeles, is now a totally owned 
subsidiary of the National Steel 
Construction Co., of Seattle, accord- 
ing to an announcement made re- 
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Styled for Beauty 
Built for Duty 


The smart styling of Peerless Unit 
Heaters blends perfectly with mod- 
ern interiors of shops and stores 
everywhere. . . . The sturdy battle- 
ship construction and super heating 
capacities adapts them ideally for 
rugged industrial and commercial 
installations. Peerless Unit Heaters 
are a complete unit — in one pack- 
age . . . no loose parts to waste 
time in installation. All controls are 
rigidly mounted on the heater at 
the factory, ready for hanging and 
connecting to gas and power supply. 
A.G.A. Approved for all Gases. 


Write today for complete descriptive literature. 


Crerlero 


MANUFACTURING CORPORATION 


LOUISVILLE, KENTUCKY 
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Display This 


ever encoun! 


maglas’” steel tank. Alternately pouring scalding 
water and ice water on the head from a Perma- 
glas Water Heater is dramatic proof yor can P. 





ate to your c 


The special tenk of the Permaglas Auto- 
matic Water Heater is the No. 1 reason 
that “Permaglas” is first in completely 
satisfactory hot-water convenience... 
first in letely satisfi 

“Permaglas” \eads in style, too, with 
all controls enclosed ...the handsome, 
+turdy pyramid base... all pipe con- 





Emblem 





You can DEMONSTRATE 
this built-in protection 


Extreme Thermal Shock—far more severe than 
in actual service—has no effect 
upon the glass surface on the inside of a “Per- 


against tank rust ! 


The A. O. Smith Permaglas Water Heater 
is the first automatic water heater that you 
can actually demonstrate. 

The Thermal Shock Test, pictured at 
the left, is just one of the convincing tests 
that you can demonstrate to your custom- 
ers. All you need are a few simple props: 
A glass-surfaced tank head (from the 
Dealer “Head and Mallet” Demonstra- 
tion Set), a kettle of boiling water, and a 
pitcher of ice water. This and other tests 
are positive, understandable proof that 
Permaglas Automatic Water Heaters will 
not crack or chip under use conditions. 
They are fully guaranteed by A. O. Smith. 


TRADE mate 280 


Permaglas 


nections at the rear. Thermoelectric- 
type gas control, 100% automatic safe 
lighting is designed to shut off all gas 
should pilot be extinguished. 

It will pay you to know ALL about 
“Permaglas” and all about today’s great 
“Permaglas” profit opportunity. Send 
the coupon, now! 





uso on 


A SMITHway WATER HEATER* 
*Also quality zinc-lined Duraclad and Milwavkee Gas Water Heaters 















Tell us how we con 








A.O.SMITH Corporation 
A. 0. Smith Corp Atlanta 3+ Beston 16 » Chicago 4 
Dept. BP-749 Nome. Clayton 5, Me. « 
Water Heater Division Denver Detroit 2 * Houston 2 
Les Angeles 14 « New York 17 
Firm, Dalles 1 + Midland 5, Texes 








pote nator San Diege 1 + Seattle! © Tulse 3 
water heater thet con Milwaukee 1 : 

be demonstrated. Licensee in Conade: 
bligotion. City Stote Joba Inglis Co, Lid. 











y ater Heaters have built-in 
rotection against rust—engineered for 
ong life—because g/ass cannot rust. 
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eently by Wayne Smith, president of 
Continental. 

Mr. Smith states that Continental 
will operate under the same man- 
agement and will continue to produce 
the Continental line of gas water 
heaters. 

Besides the present production at 
the two former plants located in Los 
Angeles and Seattle, water heaters 
will also be manufactured at a new 
plant located in Logansport, Ind. 

Officers of the company will re- 
main the same. These include: 
Wayne Smith, Sr., president; Klass 
Risinga, vice president; Wayne 
Smith, Jr., secretary; and Mrs. B. 
Shepherd, assistant secretary. 


The appointments of R. E. James 
as Western regional manager of ap- 
pliance sales and of F. J. Blume as 





F. J. BLUME 


R. E. JAMES 


Eastern regional manager of appli- 
ance sales for Rheem Manufacturing 
Co. have been announced by C. V. 
Coons, vice president in charge of 
sales. 

Mr. James whose “Primer on Water 
Heating” is used as a training text- 
book in the water heating industry, 





Range Prospects > 


Bik Pemer 


The New A-D-38 Gas Range 


There's profit in PREMIER when you fea- 
ture this new range especially designed 
for your market. It's a big 38-inch range 
with large oven, drawer-type smokeless 
broiler, roomy storage compartment and 
service drawer. Furnished with four effi- 
cient cast iron burners, Robertshaw heat 
control and Fiberglass insulation. 


natural and manufactured gases. 





MANUFACTURERS OF COOKING AND HEATING EQUIPMENT SINCE 1912. 
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A.G.A. approved for use with L.P., 





Premier STOVE COMPANY 


100 South Sixteenth Street 


Belleville, Illinois 
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L-P GAS MEN KNOW it's 


RECTORSEAL# 2 


for “LEAK PROOF” CONNECTIONS 


RECTORSEAL #2 is the favorite for ‘‘Leakproof- 
ing’ the LP-Gas Industry because it retains its 
inherent’ plastic elasticity for the life of the con- 
nection. It doesn’t freeze connections . . . never 
sets hard or brittle. 

RECTORSEAL #2 has two consistencies: (1) 
Thin, in the can for ECONOMY and easy use. 
(2) Thick, in the joint for MAXIMUM sealing. 
LP-Gasmen use RECTORSEAL ¢2 because they 
know it prevents danger... saves later trouble 
and saves money. They know that the complete 
range of brush-top can sizes makes Reetorseal #2 
easier to use ... assures the proper amount for 
each connection... prevents waste. 


Available in pints, 1/2 pints and 1/4 pints. 
Ask your jobber for Rectorseal No. 2 in 
the size you prefer. If he doesn’t have it, 
write us direct and give us his name and 
address. Your order will be promptly filled, 


Write RECTORSEAL, Dept. A 
2215 Commerce St., Houston 2, Texas 


RECTORSEAL# 2 


MAKING THE L-P GAS INDUSTRY SAFER 








joined Rheem in 1930. He has de- 
signed water heating, space and cen- 
tral heating equipment for the com- 
pany and for a number of years 
was associated with the Rheem Re- 
search and Development laboratories. 
Mr. Blume joined Rheem as East- 
ern regional sales promotion manager 
in 1948 and has an extensive back- 
ground of sales and engineering ex- 
perience. Prior to joining Rheem he 
was regional sales manager for East- 
ern Industries, Inc., and was former- 
ly associated with American Radiator 
and Standard Sanitary Corporation. 


Fisher Governor Co. Marshalltown, 
Iowa, manufacturer of pressure con- 
trol equipment, announces the ap- 
pointment of Fine Products Co., 185 
North Wabash Ave., Chicago, as 
Midwest representatives for their 
LP-Gas equipment. 

Fine Products Co. is the originator 
of “Rapid Moisture Removers” for 
LP-Gas equipment. The company 
will represent Fisher in _ Illinois, 
Michigan, Ohio, Indiana and Ken- 
tucky. 

Albert H. Fine, president, has been 
associated with the LP-Gas industry 
since 1935, having been Midwestern 
representative for Kerotest Manufac- 
turing Co. until 1946, when he started 
the Fine Products Co. 

Karl A. Bergquist, well known in 
Midwest LP-Gas and refrigeration 
circles, will represent Fine Products 


in Michigan, Ohio, Kentucky and 
Indiana. 
A drastic reduction in factory 


prices of Servel gas refrigerators 
was announced recently by Louis 
Ruthenburg, president of Servel. This 
price reduction covers the entire line 
of current model refrigerators manu- 
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Vou can step out from 
£5.) Behind that 8 ball 
Mister / 


Tf you order fromour convenient 1-P Gas 
larehouse — you are automatically assured of only 
the best Quality brands. We warehouse only proven 
dependable lines. All types equipmentavailable. 










GAS EQUIPMENT SUPPLY CO. 


127 ELLIS ST. N.’E. ‘ ATLANTA, GA, 





At Leading 
Wholesolers Everywhere 

















GERS 
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An exclusive MACO design, the “snap-on” tube 


Ec onomical, © 


RELL OEE IOS iy EP 

a nae tor ot sines clip, has the lower portion formed “in” to slightly 
oaubing ot pipe“ less than the tube diameter so that it snaps on 

OD. ond WP and stays . . leaving both hands free for fasten- 
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‘lation : 
MAcO staples barter COMPANY, Incorporated 
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ing. Available in “% ‘through 2'" O.D. tube sizes. 


Uterature & Prices Available on kequest 
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A Word For The 
Buyer of Rotary Pump 


Equipped Machines 





... that word is 


VIKING 


Look for it in the specifications of the equipment you 
buy, fér it’s your guide to the original, most copied 
‘f all rotary pumns. 

VIKING rotary pumps, for many years, have been the 
choice of design engineers in the butane-propane field. 
VIKINGS prolong the life of the equipment — stand 
up under the most rugged service. Marnfacturer 
and user alike know 












f) means the leader fol- 
lowed by a 
imitators. 


Ask for free bulletin 
2300B today. 








factured by the company except for 
the smallest model. 

“These price adjustments,” Mr. 
Ruthenburg said in announcing the 
reduction, “are not justified by cur- 
rent production costs. . They are 
made in anticipation of lower ma- 
terial costs, increased production 
efficiency, reduced operating expenses 
and increased sales volume. 

“It is our belief,’ Mr. Ruthenburg 
added, “that these price adjustments 
will substantially activate Servel 
sales and break down consumer re- 
luctance to purchase now in the 
hope of lower prices.” 


Agi-Gas Corp., Tulsa, of which 
Frank DeLarzelere is _ secretary- 
treasurer, has recently appointed the 
following dis- 
tributors of the 
patented Agi-Gas 
butane - propane 
system: 

Harris Dis- 
tributors of Little 
Rock, for the 
state of Arkan- 
sas; Missouri 
Agi-Gas (Co, 
West Plains, Mo., 
for Missouri; 
Propane Service 
Co., Beatrice, 
Nebraska, for 
Nebraska; National Butane Gas Co., 
Memphis, for Tennessee, Kentucky, 
Mississippi, Alabama and Georgia; 
Texas Boiler & Machinery Co., Dal- 
las, for Texas; Louisiana Agi-Gas 
Co., Shreveport, for Louisiana. 

The Agi-Gas system was patented 
in 1940. It utilizes the principle of 
a divided, or two-compartment, tank. 
It has an agitating tube lying on 
the bottom of the tank. As fuel is 
used from the large compartment it 
is replaced from the small compart- 


F. DeLARZELERE 
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DON'T GUESS BE SURE 


with these service instruments 
PYROMETER shows heat of 


Ovens—Stacks—Surfaces—Water Heaters 
Model 1654A, 0-750°F. 
Model 16546, with carrying case 


MILLIVOLTMETER for checking 


thermocouples in control systems and 
safety shut-offs 
Model 351-5, 0-5 & 0-500 mv., $16.00 


Model 351-6, with carrying case 
“Satisfaction Guaranteed” 


Assembly Products, Inc. 


Chagrin Falls 2, Ohio 








ASK FOR 
AND INSIST ON 


The recommended fitting 


for 
L-P GASES 
e 


Write for Price List 
Jobbers in principal cities 


SCHAAF BROS., INC. 


OSBORN, OHIO 














ment. This causes an automatic agi- 
tation to take place, thus keeping 
the liquid mixed. 

The patent holder claims that the 
system maintains higher pressures 
at lower temperatures and that 75% 
of regulator freeze-ups are elim- 
inated. 





The industry’s 
traditional “sum- 
mer slump” has 
been greatly 
overcome for 
dealers handling 
the floor furnaces 
of the Ward 
Heater Co., Los 
Angeles, accord- 
ing to Sales Man- 
ager Dick Mont- 
rief by the com- 
pany’s_ intensive 
summer discount campaign. Used 
locally by the firm in previous years 
with great success, the plan has been 
extended to dealers nation-wide this 
year. 

It not only gives the dealers the 
benefit of a special, seasonal dis- 
count, but spurs them to greater 
sales efforts in the field and results 
in obtaining orders for next winter's 
heating equipment at a time when it 
is easiest to make deliveries and in- 
stallations. 

It has been outlined in complete 
form in an 8-page brochure recently 
released by the Ward organization. 


R. O. MONTRIEF 


W. A. Wood, who covered the states 
of Nebraska and South Dakota has 
retired and James E. Glenn has suc- 
ceeded him as sales representative 
in that territory for Pittsburgh Equit- 
able Meter Division of Rockwell Man- 
ufacturing Co. 

The announcement is made by C. 
Rn. Zeskey, district manager. 
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